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UST as able navigators know beforehand exactly 

where they want to go, and the best means of 
getting there—so competent underwriters plan to 
face 1939 with a course carefully thought through, 
sure that they will reach their chosen sales 
objectives. 


Proved modern methods for attaining these 
objectives will be related and demonstrated at The 
Northwestern Mutual’s 24th Annual Regional 
Meeting in New York on January 3 and 4. Lead- 
ing producers and Home Office officials will par- 
ticipate in a program attended by members of the 
Agencies in the New England, Middle Atlantic and 
South Atlantic states. 
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Life Presidents Hold Annual Parley 


life Counsel Hold 
Annual Meeting in 
New York This Week 


Wesley E. Monk of Massa- 
chusetts Mutual Presides 
Over the Deliberations 


NEW YORK CITY—Due to the ill- 
ness of President Clyde P. Johnson, 
vice-president and general counsel 
Western & Southern Life, the annual 
meeting of the Association of Life Insur- 
ance Counsel of which he is president, 
was called to order Tuesday afternoon 
by Vice-president Wesley E. Monk, 
general counsel, Massachusetts Mutual 
Life. About 100 members responded to 
roll call by Secretary Harry Cole Bates, 
general counsel Metropolitan Life. Word 


was received that President Johnson 
was well on the road to recovery and 
a telegram of congratulations was sent 
him, Mr. Bates’ report as treasurer 
showing a cash balance on hand of over 
$3,600 and also the holding of various 
miscellaneous bonds was accepted by 
the association. 

All officers were reelected: President, 
Clyde P. Johnson, Western & Southern 
Life; vice-president, Wesley E. Monk, 
Massachusetts Mutual Life; secretary- 
treasurer, Harry ‘Cole Bates, Metropoli- 
tan Life; executive committee, R. E. 
Henley, Life of Virginia, chairman; R. 
F, Baird, Lincoln National Life; O. R. 
Beckwith, Aetna Life; J. A. Ewing, Sun 
Life; G. H. Wilson, Fidelity Mutual Life. 


New Members Elected 


On Tecommendation of the executive 

committee the following were elected 
ty uembership: Willis Smith, Occiden- 
: Life; S. C. Smith, Jr., Prudential; 
. W. Dawson, Mutual Life of New 
i and James A. Beha, Union Labor 
a €&. Chairman Monk appointed a com- 
da to draw memorials on the deaths 
: our former members, F. L. Allen, 
tad president and general counsel Mu- 
val Life of New York; E. D. Duffield, 
ant Prudential; Alfred Hurrell, 
inet and general counsel Pru- 
eae’ and S. E. Knappen. Chairman 
ae appointed the nominating com- 
r € with W. J. Moran, counsel Trav- 
€ts, as chairman. 


Churchill Rodgers Paper 
Lifes st paper entitled “Purchase by 
oa Companies of Securities 
il _ ffered, was read by Church- 
Metro _ assistant general counsel 
that fo Itan Life. The speaker stated 
Pen Owing the passage of the securi- 

ct, public offerings of securities 


(CONTINUED ON PAGE 22) 





Should Experiment with 
Salary Plus Commission 


John A. Stevenson, at Life 
Presidents’ Meet, Urges 
Test of Scheme 


NEW YORK-—John A. Stevenson, 
executive vice-president of Penn Mutual 
Life, suggested in his address before 
the Life Presidents Association meet- 
ing that the companies make a real ef- 
fort to provide ways and means of ex- 
perimenting with the use of a salary 
plus commission plan. He expressed 
doubt that it would be feasible for one 
company working alone to experiment 
with such a plan. 

Other types of organizations, he ob- 
served, report excellent results following 
a departure from the strict commission 
plan. In Japan, where the increase in 
life insurance in force has been greatest 
during the last 30 years, according to 
Dr. Stevenson, the compensation plan 
for life insurance representatives pro- 
vides for salary plus commission. 


Has Had Tougher Problems 


The life insurance business, he said, 
has surmounted far greater difficulties 
than those which would be involved in 
trying this experiment in order to de- 
termine whether this plan would enable 
the companies to produce a -greater 
volume of quality business at lower cost. 
The question has been raised so many 
times, he said, that the companies 
should be willing actually to do some- 
thing about it. 

“We should consistently provide life 
insurance to the public at the lowest 
cost consistent with safety so that as 
many people as possible may enjoy its 
benefits,’ Dr. Stevenson declared. “We 
are all striving toward more efficient 
methods so that decreases in the op- 
erating costs of our business may be 
reflected in the cost of insurance to 
policyholders. We realize the part that 
science and research can play in en- 
abling us to further the future welfare 
of our business. We are all intensely in- 
terested in encouraging fair selling 
practices. We are alert to the short- 
comings of our distribution practices 
and recognize the responsibility of 
trusteeship in the case of employees, 
whether in the home office or the field. 
We believe that a larger number of peo- 
ple should have had life insurance pro- 
tection in the past and that a much 
larger number will have life insurance 
protection in the future. We believe 
that our particular business working 
with other industries, labor, government 
and agriculture can provide jobs and 
the opportunity for all to work for se- 
curity without loss of our liberty and 
rights as free men.” 

Dr. Stevenson’s paper included the 
usual figures on insurance in force in 
this country compared with that else- 
where. 





At the end of 1936, the total volume 
of life insurance outstanding in the 
world was $164,000,000,000. This com- 
pared with $86,000,000,000, for in- 
stance, in 1924. European countries 
have some _ $36,000,000,000 in force, 
nearly half of which is outstanding in 
the United Kingdom. Some 68 percent 
of the insurance in force was in com- 
panies of the United States and Canada. 

In the United States insurance in 
force at the end of 1936 was 12 times as 
great as in 1900. In the United King- 
dom it was four times as great. Insur- 
ance in force in Japan was 40 times 
greater in 1936 than in 1905. Dr. Stev- 
enson observed that much of the Jap- 
anese life insurance system is patterned 
after that in the United States. He 
pointed out that life insurance has been 
of greatest practical use in countries 
where the agency system prevails. 


Distribution Costs Criticised 


Life insurance companies, Dr. Steven- 
son observed, are sharing in the general 
criticism that is being ieveled at dis- 
tribution costs today. “The agency sys- 
tem has lived in America,” he said, “be- 
cause it deserved to live, for whether 
we view it in the light of the outstand- 
ing volume of life insurance it has pro- 
duced in this country and in Canada, or 
compare this volume with that of other 
nations, or consider the amount which 
the companies are able to invest in 
American enterprise, we must realize 
the tremendous contribution made by 
the American underwriters toward so- 
cial welfare and economic security.” 

Dr. Stevenson included in his paper 
some figures based on a survey made by 
the United States department of labor 
and Curtis Publishing Company. These 
figures show the average annual amount 
invested in life insurance by the fami- 
lies in various cities. 

One table shows the percentage of 
families that paid life insurance or an- 
nuity premiums during the year. In 
New York City, for instance, 82.9 per- 
cent of the families made such pay- 
ments. Of the upper income half, 91.2 
percent made such payments and in the 
lower half, 74.6. In Chicago, the com- 
parable figures were 87.2, 93.9 and 80.5; 
in Providence, R. I., 85.3, 92.7, 77.9. 

Below are given the figures on average 
annual amount expended for fife insur- 
ance and annuities based on this survey: 


Average Annual Amount Expended for Life 
urance and/or Annuities 


3 ous gg 
n 
fne § Sh Sn 8y 8s 
ak 3 Se So Se Se 
WES .§ 86 FE od as 
“25 <—B DS AS Sa 2a 
New York ..$1,700 $99 $161 $38 $230 $24 
Chicago .... 1,660 84 146 42 203 26 
Providence.. 1,518 86 134 37 185 23 
Columbus, O. 1,739 98 153 43 210 29 
Atlanta . 1,493 82 135 28 202 19 
Omaha ..... 1,581 97 156 37 221 28 
Denver ..... 1,550 121 207 34 303 17 
Portland, Ore. 1,472 84 138 30 202 17 
Six-City 
Average .. 1,558 95 155 34 223 21 
(Excluding New York and Chicago) 


Fine Addresses 
Cover Broad Scope 
in Annual Meeting 


World Insurance Data 
Available for First Time 


in Five Years 


By ROBERT B. MITCHELL 


NEW YORK—Broadened both in its 
life insurance scope and in its general 
purview, the program of the Life Pres- 
idents Association annual convention got 
under way this week. Addition of world 
life insurance statistics—it was the first 
time these had been available in the last 
five years—gave a comprehensive view 
on what is going on in life insurance 
outside the North American continent, 
while the number of speakers from out- 
side the life insurance business makes 
the program an extremely full one from 
a general point of view. 

Usually life insurance officials are in 
the majority on these programs but this 
year the non-life insurance orators have 
the edge. It is also the first time in 
several years that the theme has not 
mentioned life insurance specifically. 


Greetings from Other Groups 


A feature of the Life Presidents’ con- 
ventions is the greetings brought by 
representatives of other life insurance 
organizations. This year the good wishes 
of their respective associations were of- 
fered by W. T. Grant, president Busi- 
ness Men’s Assurance and president 
American Life Convention; Holgar J 
Johnson, general agent Penn Mutual 
Life, Pittsburgh, president National As- 
sociation of Life Underwriters; and A. 
N. Mitchell, president Canada Life and 
president Canadian Life Officers Asso- 
ciation. 

Absence of the insurance commis- 
sioners’ convention, which is being held 
in Des Moines next week, tends to keep 
attendance below what it would other- 
wise be, although the fact that the two 
meetings are not coincidental and the 
availability of special train facilities will 
probably make New York City a focal 
point for the assembling of many of 
those who will attend the meeting of 
the commissioners. Special cars will be 
added to the Commodore Vanderbilt 
Limited of the New York Central, leav- 
ing New York Saturday afternoon and 
arriving in Des Moines early Sunday 
evening. The special cars will go clear 
through to Des Moines, eliminating the 
usual change at Chicago. 

The convention officially got under 
way with the introduction of the chair- 





(CONTINUED ON PAGE 22) 








2 





FieNATIONAL UNDERWRITER 





December 2, 193 








Favorable Investment, Mortality Signs 
LIFE PRESIDENTS SPEAKERS HAVE ENCOURAGING MESSAGES 


NEW YORK—One of the fixtures at 
the annual meetings of the Life Presi- 
dents Association is a paper analyzing 
the collective investment situation as it 
pertains to the member companies. Cer- 
tain figures and percentages are always 
included, but the speaker is usually a 
man who transcends statistics and pre- 
sents a worthwhile human message. The 
task this year was assigned to T. A. 
Phillips, president of Minnesota Mutual 
Life, and he turned in an excellent per- 
formance. Mr. Phillips closed by giving 
a summary of current aspects which are 
highly favorable: 

1. Progressively smaller decreases 
each year since 1934 in volume of farm 
mortgage holdings, with some hope that 
the downward trend may be nearing its 
end, 

2. Annual increases in the amount of 
urban mortgages in each of the last two 
years. 

3. The smallest increase in amount of 
federal bond holdings since 1932. 

4. Progressively larger increases in 
aggregate corporace bond holdings each 
year since 1933. 

5. A downward trend in the ratio of 
real estate holdings and of policy loans 
to total assets. 


Cites Some Huge Figures 


Mr. Phillips recalled that the compa- 
nies have made payments under their 
policies since their dates of organization 
of nearly $47,000,000,000; since 1929 the 
payments have been about $24,000,000,- 
000. The assets now total about $27,- 
500,000,000. 

Mr. Phillips observed that the bigness 
of the business in itself is not final proof 
of merit or solvency. However, the rec- 
ord of the companies in the manage- 
ment of such enormous sums during the 
several unpredictable years last past is 
proof of the basic soundness of their 
plan of doing business, sagacity of their 
management and their honesty in stew- 
ardship. 

It is important to emphasize the lia- 
bilities of the companies, Mr. Phillips 
said. About 95 percent of the assets are 
actual necessities to meet promises made 
in the policies. There should be em- 
phasis upon the liability side, he said, 
to impress the tax gatherer with the per- 
formance that is to be required of the 
assets and to cause the policyholder to 
realize that the premium is needed and 
the dividend he receives is fair. 


Small Surplus Margin Adequate 


Mr. Phillips gave a discussion of the 
soundness of life insurance investments. 
He said the public is entitled to be 
shown behind the scenes and its pointed 
questions should be answered. During 
the 100 years of life insurance in this 
country, the companies, he said, have 
succeeded in conducting their business on 
a surplus margin varying from 5 to 10 
perent of their assets. That is proof 
that they have avoided a very large part 
of the trouble which the average buyer 
of securities has suffered. 

The life companies possess no magic 
in selecting investments, he said. They 
have merely avoided trouble by follow- 
ing certain courses that were mapped 
to produce as great a measure of safety 
of principal as possible. 

For instance, a prescribed field is 
adopted, eliminating those types of in- 
vestment which experience has shown 
carry higher risk of loss. New fields are 
not entered until they have proven them- 
selves. 

All possible strength is given to se- 
curities by requiring priority in lien, 
supported by ample earnings and ample 
equities. 

The age-old advice not to put all eggs 


in one basket is nowhere better fol- 
lowed than in life insurance. 

On the theory that no investment is 
free from risk, the companies are con- 
stantly reappraising their holdings by 
frequent and regular inspection, analysis 
and criticism. 

The relatively minor capital losses 
suffered by the companies during the 
past nine years demonstrate the efficacy 
of these investment principles although 
the price of adherence to these standards 
has been markedly lower yield on the 
investment. 


Railroad Situation Analyzed 


Only one-eighth of the assets of the 
companies are now in railroad securi- 
ties, whereas in 1911 the ratio was one- 
third. The effect of the present unhappy 
railroad situation on life companies al- 
though not to be minimized, has prob- 
ably been greatly exaggerated, he said. 
The life companies have taken their 
losses gradually as they have occurred 
and those losses have been minor in 
relation to total assets. Each progressive 
step toward recovery in general busi- 
ness will tend to make the railroad 
problem less acute. He expressed the 
belief that any future losses on railroad 
securities can be absorbed from opera- 
tion for the year in which they occur. 

Investments in utilities were increased 
during the year by $431,000,000 to a total 
of $3,254,000,000, or 12.8 percent of 
assets. 

In 1938, the outstanding holdings of 





United States government bonds show 
the smallest increase since 1932 and 
actually show a small decrease in rela- 
tion to total assets. The total now 
amounts to $4,551,000,000. That is a de- 
cline in percentage of total assets to 17.9 
from the peak of 18.1 last year. This 
means that a larger portion of new 
funds is being invested on a more fa- 
vorable interest basis and it reflects im- 
provement in the mortgage and cor- 
porate bond market sufficient to permit 
larger commitments in those categories 
than in 1937. 

Mr. Phillips expressed gratification at 
the apparent improvement in the farm 
mortgage picture. There was a slacken- 
ing in the rate of decline in amounts of 
farm mortgage holdings during the year. 
There is also an improvement in the 
non-farm mortgage field. There is a 
continued downward trend in real estate 
acquisitions, a marked recovery in the 
building industry and an upward trend 
in life insurance holdings of urban 
mortgages. Urban loans aggregate $4,- 
142,000,000 or 16.3 percent of assets. 





PAPER OF DR. FROST 


Dr. H. M. Frost, medical director for 
New England Mutual, in his address, 
“The Human Significance of Changing 
Mortality,” reported that mortality for 
1938 is the lowest for all the years dur- 
ing which the Presidents association has 
compiled such data. He said that 747.9 








CHART I-- ABSOLUTE GROWTH OF LIFE INSURANCE ASSETS ~ 1906- 1938 
Ot Companies Holding From 91.6% to 98.4% Of The Assets Of All U.S. Legal Reserve Companies.’ 
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of each 100,000 policyholders will haye 
died this year as compared with 7943 
in 1937, an improvement in the death 
rate of 5.8 percent and a saving of 464 
lives for each 100,000 policyholders, 

Dr. Frost declared if the same degree 
of improvement continues and applies 
to the general population, 73,000 fewer 
deaths in the country may be expected 
than last year. The speaker recalled 
that Dr. Parran, surgeon-general of the 
United States public health service, re. 
cently stated that in the absence of some 
unforeseen occurrence the national death 
rate for 1938 would be the lowest ever 
known. 


Three Diseases in Increase 


The death rate of ordinary policyhold- 
ers decreased 4 percent and _ industrial 
6.5 percent. In 12 of the 21 categories of 
causes of death, the rate is the lowest 
since the series began. In only three js 
there any substantial increase. 

Death from organic heart disease in- 
creased from 158.6 to 164.3 per 100,000 
insured lives. That is the highest rate 
ever recorded in the series. Deaths from 
cancer have increased from 91 to 94.1 
per 100,000. These two causes of death 
account for about one-third of all deaths. 

The increased death rate from organic 
heart disease derives almost entirely 
from the ordinary policyholders. 

The death rate from suicide increased 
from 13.7 to 15.9 deaths per 100,000 in- 
sured lives. Dr. Frost expressed the be- 
lief that the increase is due to the busi- 
ness decline in 1938. 

Influenza and pneumonia registered 
the most prominent gains and repre- 
sented 62 percent of the total saving of 
1938 over 1937, he said. Deaths from in- 
fluenza decreased by 65.9 percent and 
those from pneumonia by 26.3 percent. 
These are the lowest rates for these two 
diseases in the course of the series. He 
pointed out, however, that the incidence 
of pneumonia varies directly with that 
of influenza and influenza is character- 
ized by more or less periodic exacerba- 
tions. 

Tuberculosis registered the lowest 
death rate yet recorded in the series: 
39.5 deaths per 100,000 policyholders. 
Since 1920, it has decreased by 66.4 per- 
cent. 


Auto Fatalities Are Fewer 
Deaths from avtomobile accidents have 


declined from 23.1 to 18.6 per 100,000 : 
lives—the lowest point since 1928. Nev- | 


ertheless the deaths from automobiles n 
1938 will be about 32,000 and most of 
these might have been averted through 
effective safety programs. 


Dr. Frost said that the elimination of | 


heart disease can never occur but a 
efforts should be bent towards bringing 
about its postponement to even older 
ages and particularly beyond the prime 
of life. At present, he said, there 1s no 
clue as to how this problem may be 
solved. The type of heart disease that 1s 
spoken of as coronary artery disease, 
coronary thrombosis or occlusion, al- 
gina pectoris and acute indigestion !s 
becoming increasingly important to the 
institution of life insurance. It afflicts 
men frequently in the prime of life. It 
seems to be definitely on the increase. 
It is due to a deterioration of the coro 


nary arteries. All too frequently, he said, | 


it strikes down men in their forties and 


fifties and seems to have a predilection | 


for individuals holding large amounts 0 
life insurance. 

Dr. Frost expressed the belief that it 
largely represents the price that 1s — 
paid for the pace of modern city life. 
Many men today, he said, are living 
a manner that is incompatible with con 
tinued good health. “They rush -_ 
pillar to post, continually on the move. 

(CONTINUED ON LAST PAGE) 
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\. Y. Democratic 
leaders Pushing 
Bank Insurance 


Want Savings Institutions 
to Take Up Plan; Cite 
Massachusetts Example 


NEW YORK—The victorious candi- 
dates for governor and lieutenant-gov- 
enor of New York are actively behind 
the plan under which savings banks will 
be permitted to issue limited amounts of 
life insurance beginning Jan. 3. It was 
Governor Lehman’s inclusion of the 
proposal in his message at the last legis- 
lative session that was mainly respon- 
sible for putting savings bank life in- 
surance across in New York state. 


That the reelected governor and his 
running mate are actively continuing 
their support was indicated by Supreme 
Court Justice Charles Poletti, the lieu- 
tenant-governor-elect, in a recent radio 
address in which he said that “the gov- 
emor and I are now making a plea to 
the savings banks of New York state 
to cooperate in carrying out the terms 
of the present savings bank law, popu- 
larly known as the Livingston-Piper 
act.” He expressed the hope on behalf 
of himself and the governor that a sub- 
stantial number of mutual savings banks 
would take advantage of the permissive 
legislation to establish life insurance de- 
partments. So far, only five of the state’s 
numerous savings institutions have def- 
intely decided to embark on the new 
venture, 


Cites Massachusetts 


Judge Poletti referred to the operation 
of the plan in Massachusetts, saying 
that it has the support of the Massachu- 
setts Federation of Labor and the Asso- 
tiated Industries of that state. He ex- 
pressed the hope that life insurance men 
in New York state would not campaign 
against savings bank life insurance, stat- 
ing that “when life insurance agents in 
Massachusetts sought to limit savings 
bank life insurance and to hamper it as 
4 competitive factor, the Massachusetts 
Federation of Labor and the Associated 
Industries fought side by side to oppose 
such legislation.” 

What Judge Poletti failed to mention 
about agents’ opposition is that what 
life men in Massachusetts are principally 
seeking is an overall limit on the amount 
that may be written on a single life 
as to keep the plan operating in the 
for which it was designed, namely, 
ne lower income groups. Since the New 
— law permits a maximum of only 
ve . of Savings bank insurance on a 
— life, this objection is very largely 
om care of. A single policyholder may 
Pe 48 much as $24,000 of savings bank 

surance in Massachusetts. 


Tuning on the Heat 


Bn Poletti made a rather pointed 
The that savings bank depositors 
the ittle heat on their banks to get 
wl to issue life insurance. 
me _ 1s your law and it is well worth 
res special efforts to put it into full 
sie said Judge Poletti in his radio 
ttions The Savings banks are insti- 
ct aad Public benefit. You can re- 
which at your banks support the law 
-_ oo Savings bank life insur- 
. a. e. Go to your savings bank 
ate pre to them and ask them if they 
a mre to make possible for you 
suranes Pred savings bank life in- 
ie they are not going to sell 
ence they will give you the 
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On the Job 








VINCENT P. WHITSITT 


Manager Vincent P. Whitsitt of the 
Association of Life Insurance Presi- 
dents is having the busiest time of the 
year this week as the annual meeting 
takes place in New York City. He de- 
votes weeks in preparing for the event. 


When it transpires everything moves 
along in clockwork precision. Every 
man is at his post. It is a very 
smoothly running machine one sees as 
he sits in the Astor gallery, magnificent 
in its appointments, in the Waldorf-As- 
toria in New York City. Mr. Whitsitt 
introduces the presiding officer and that 
is the only time that he appears on the 
platform unless it is to consult the 
chairman on some subject or to give 
him information. 





Seek New National 
High in Membership 


Especial Drive Planned in 
Life Underwriters 50th 
Year Celebration 


NEW YORK—Elaborate plans for a 
membership drive to put the roster of 
the National Association of Life Under- 
writers at a new high in its 50th year 
were discussed at a meeting of the 
trustees here this week. Plans for the 
50th convention and golden anniversary 
celebration also were discussed, but de- 
tails are being withheld until the com- 
plete announcement is released in Janu- 
ary. 

J. A. Witherspoon, general agent 
John Hancock, Louisville, chairman of 
the membership committee, said each 
of the 321 local associations has been 
asked to take a membership quota in 
excess of its 1938 figure and that 75 
replies, representing 40 percent of the 
total membership, gave themselves quo- 
tas that would mean an increase of 16 
percent in membership. If this per- 
centage were attained by the entire 
association, it would set a new member- 
ship record. 

In addition to using last year’s system 
of working through state association 
presidents and membership chairmen 
and local membership chairmen, the 
membership committee is also seeking 
the cooperation of the home offices. 
Every effort is being made to make the 
drive as intensive as possible with a 
view to getting the job done by March 
1. The usual concluding date is in 
June, just before the end of the fiscal 
year. 

All trustees were present except Ray 
Hodges, Cincinnati, and J. W. Yates, 
Los Angeles. 








ciation was striking witness. 


Independence Square 





JULIAN PRICE, CHAIRMAN 


Julian Price, President of the Jefferson Standard Life 
Insurance Company of Greensboro, N. C., as Chairman of the 
annual meeting of the Association of Life Insurance Presi- 
dents, unfolded, speaker by speaker, a program designed with 
timely judgment, “Underwriting America’s Human Values” 
its theme. Industry, education, life insurance management, 
statistical service, and humanitarian leadership,—essential 
factors,—were represented by distinguished authorities from 
the United States and Canada. 


Always one of the year’s most important convocations, 
that of 1938 provided a major exploration of human values, to 
whose protection the vast business of life insurance is dedi- 
cated. Because today’s social problems are more complex 
than ever before in the history of the Republic, and because 
life insurance is with direct intimacy related to them, com- 
pany management is constantly perceptive of a weighty and 
broadening responsibility. Of this the program of the Asso- 


We present our compliments to Chairman Julian Price, 
and our congratulations to the Association. 


+ +£ 


THE PENN MUTUAL LIFE INSURANCE CO. 
Ws. H. Kinastey, President 
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Blood Pressure, 
Liquor, Heart Faults 
Cause Most Declines 


Northwestern National 
Life Makes Interesting 
Study of Rejections 


MINNEAPOLIS—High blood pres- 
sure, excessive use of liquor, and heart 
impairments rank one, two, three in ren- 
dering people unable to pass insurance 
requirements. They are responsible for 
more rejections than all other causes 
combined, according to a study of habits 
and uninsurability by Northwestern Na- 
tional Life. 

Out of each 100 rejected applicants, 27 
have high blood pressure, 24 indulge ex- 
cessively in liquor, and 21 have serious 
heart impairments, the study shows. 

Although the use of alcoholic bever- 
ages has become much more widespread 
in recent years, the proportion of rejec- 
tions due to excessive indulgence in liq- 
uor has remained practically stationary 
since 1936. The majority of persons 
taking up the use of spirituous drinks in 
recent years are apparently confining 
themselves to the lighter beverages, or 
to an occasional social cocktail, the re- 
port suggests. 


Percent of Indulgers 


Two out of five men but only one out 
of 12 women under 30 use alcoholic bev- 
erages, among insurance applicants. But 
between 30 and 45, three out of five men 
and one out of three women indulge. In 
the age group of 45 and over, two out of 
three men and only one out of six 
women are users. 

The study covers 15,000 accepted and 
1,000 rejected applicants. The tabula- 
tions of indulgence include all permissi- 
ble degrees under insurance standards, 
including the merely occasional, and the 
use of the lighter beverages. 

Kidney-urinary impairments are the 
fourth largest cause of insurance rejec- 
tions. 

Bad morals, bad reputation and unsav- 
ory associates are the fifth greatest 
cause of declines. More people in the 
upper income brackets are refused insur- 
ance for this group of reasons, than in 
the wage earner and modest-salaried 
groups. 


Differences Found by Size 


Out of total persons applying for poli- 
cies under $10,000, mostly $1,000 and 
$2,000, only 1.7 percent were rejected 
because of past or present habits, and 
1.6 percent because of unfavorable repu- 
tation. In the more prosperous group, 
applying for policies of $25,000 or more, 
3.2 percent had bad habits, past or pres- 
ent, sufficient to cause them to be de- 
clined, and 2.3 percent had unfavorable 
ee which made them unaccept- 
able. 

Unfavorable reports as to habits, not 
necessarily bad enough to cause rejec- 
tion, were uncovered on 2.8 percent of 
all applicants in the small policy group, 
and on 2.9 percent in this group for bad 
reputation. But in a group of applicants 
for policies of $10,000 to $25,000 de- 
nomination, unfavorable reports as to 
habits were received on 3.8 percent and 
as to clouded reputation, on 5.3 percent; 
of the still more prosperous group ap- 
plying for policies of $25,000 or more, 
6 percent were reported upon unfavor- 
ably because of bad habits, and 5.4 per- 
cent because of unfavorable reputation. 

This variation between well-to-do and 
lower income groups is partly ac- 
counted for by the more searching in- 
vestigation of applicants for bigger poli- 
cies, the report says. 
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All Arrangements 
Set For Convention 


Large Attendance Assured 
for the Meeting 
of Commissioners 


DES MOINES.—Although it will be 
a “lame duck” session, the mid-winter 
meeting of the National Association of 
Insurance Commissioners here next week 
will be well attended. Already advance 
registration is over the 400 mark and 41 
commissioners have indicated they will 
be on hand. Hotel Fort Des Moines, the 
official headquarters, is already filled and 
other hotels indicate a large attendance. 

Local committees have been busy for 
the past weeks preparing the reception 
for the commissioners and other details 
of the convention. 

In connection with the meeting, the 
executive committee of the National Fra- 
ternal Congress will hold a special meet- 
ing here Sunday. C. L. Biggs of De- 
troit will preside. The N. F. C. head- 
quarters will be at Hotel Kirkwood. 

The reception committee will be at 





the Hotel Fort. Des Moines Sunday 
afternoon and evening to look after the 
commissioners and guests as refresh- 
ments will be served. The registration 
desk will be on the mezzanine floor of 
the hotel. The red badges will be used 
by the commissioners and their wives, 
blue by the deputy commissioners, staff 
members and their wives and the camp 
followers will wear white badges, a sym- 
bol of purity. 


OHIO ECONOMICALLY MINDED 


COLUMBUS O.—Unless the Ohio 
emergency board changes its mind or 
the members of Ohio division of insur- 
ance decide to pay their own way, the 
department will not be represented at 
the convention to be held at Des Moines. 
The board this week refused to authorize 
the heads of the insurance department 
to entail the expense of attending the 
meeting. It was explained that the board 
has been pulling the state’s purse strings 
pretty tightly lately and the refusal to 
authorize the expenditure was made on 
the grounds of economy, it is said. An 
effort is being made, however, to induce 
the board to change its mind and ap- 
prove the outlay of funds. 





Sales-making facts and figures 
given in the Little Gem Life Chart. 


are 





Le Laurin Goes to Louisville 
for the Aetna Life 


The Aetna Life has appointed L. A. 
Le Laurin general agent for Kentucky 
with headquarters at Louisville. He has 
been assistant general agent of the 
Aetna Life’s Edwards agency in Denver 
for three years. A native of Arkansas, 
he joined the Campbell agency of the 
Aetna Life in Little, Rock in 1927, From 
1929 until his appointment in Denver 
he worked as an agent in southern Cali- 
fornia. He is a brother of F. E. Le 
Laurin, the Aetna Life’s associate gen- 
eral agent at New. Orleans. 





Funeral services for Samuel L. 
Grabbe, one of the founders of the 
Rochester, N. Y., Life Underwriters 


Association were conducted Nov. 30. He 
went to Rochester in 1903 as repre- 
sentative of the Connecticut General 
Life, which he served until his death. 
He was general agent until Oct. 1, 
1922, after which he devoted himself to 
personal production. Twice since 1928 
Mr. Crabbe led all agents in production 
for his company. For five years he was 
secretary of Rochester Life Underwrit- 
ers. 








Minneapolis skyline 


from NWNL’s Home Office building 





‘A BETTER PLACE TO LIVE”’ 


1 hee people want their own community to be ‘‘a better place to live’’—whether it be farm or city, 


hamlet or metropolis. 


Yet many people overlook one simple, friendly, and helpful means of making their own community 


a better community for themselves and for others to live in. 


Whenever someone in your community 


takes a life insurance policy, he has helped to protect not only himself and his loved ones but neigh- 
boring folk as well. Every life insurance policy in your vicinity means a more self-reliant community, 
a community a little more interested in good government which protects men’s savings, a community 


with one more person or one more family made a little more secure. 









IN 
OCTOBER 
NWNL fieldmen helped 
make their communities “‘a 
better place to live’? by the 
sale of 2276 new life insur- ~ 
ance policies, more— by 16 
per cent—than in any 
previous month of the 
year, and—by 7 per 
eent—than in Octo- 








Every life insurance policy helps 


to protect you from the risk of having to support others on charity. 
Every life insurance policy means one more family which — when 
death or old age steps in — will continue to pour dollars which are 
the life blood of your community into the tills of your merchants 


from whence it circulates for the good of all. 


You can help to make 


your community ‘‘a better place to live’’ if you will tell your NWNL 
agent about others you know who should own life insurance. 


(This is an excerpt from a leaflet sent to all NYNL policyholders 
as an enclosure with their premium notices.) 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, Parswocxt 


STRONG~ MinneapolisMinn. ~ LIBERAL 















Former Ohio Official, 
Company Head, Dies 











JUDGE C. S. YOUNGER 


Judge C. S. Younger, 71, president 
and general counsel of the Cooperative 
Life, and former Ohio superintendent 
of insurance, died in Mt. Carmel Hos- 
pital in Columbus after several months 
illness. Judge Younger was a native of 
Celina, O., and a graduate of the Cin- 
cinnati College of Law. He entered 
politics early in life, always being a 
staunch Republican, and held a number 
of public offices. He served two years 
as deputy superintendent of insurance 
under Superintendent B. W. Gearheart. 
He then served for several years as 
assistant attorney general of Ohio, 
handling insurance matters. Under the 
administration of Governor Myers Y. 
Cooper, he served two years as super- 
intendent of insurance. Leaving that 
office he was for some time general 
counsel of the State Automobile, resign- 
ing from that position in 1931 to become 
a member of the board of directors and 
president of American Insurance Union, 
Inc., now known as the Cooperative 
Life. 





Set Dates for National 
Association’s Spring Rally 


The midyear meeting of the National 
Association of Life Underwriters will be 
held in Louisville, March 31 and April 1. 

The trustees of the National associa- 
tion will meet on Friday, March 31, and 
on the same day the Louisville associa- 
tion will stage an all-star sales congress. 
The national council will hold sessions 
all day Saturday. At the last annual 
convention the national by-laws were 
amended, making local association pres- 
idents members of the national council, 
entitling them to the right to vote. This 
gives each local unit two representatives 
in the national council, i.e., the president 
and national committeeman. This years 
meeting will thus be of added interest 
to associations. : 

The meetings will be held in_ the 
Brown Hotel and room reservations 
should be made through Edwin 
Baker, Starks building, Louisville. 





Missouri Court Wants Law Change 


The Missouri supreme court in 4 ya 
cent decision very strongly hinted 
the jegislature that section 5894, W ‘ce 
provides the method of getting — 
on licensed foreign insurance cS 
should be amended. The case was a 
ex rel. Phoenix Mutual Life vs. af 
ris. Section 5894, the court stated, 
exceedingly obscure. It has stood — 
out amendment for more than 60 year 


ae lait 
J. M. Sisk, supervisor of the gr 


kee agency of the Bankers Life ve birth 





is receiving congratulations on t 
of a baby daughter, 
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Says Premium Taxes 
Would Buy 3 Billion 


the Texas companies, in his proposal to 
industrialize the state. He would like to 
have the life companies use a large part 
of their funds for the purpose but the 
laws of the state rigidly limit invest- 
ments. Amending the laws to permit 
the life companies a wider latitude in in- 
vestment matters was discussed. Life 
companies are inclined to lend money 


pose any plan to tax insurance premiums 
for old age pensions. They claim these 
premiums are for the purpose of pen- 
sions, so to speak, for those who pay 
them, and as such, should be left intact. 


Want Blackall Retained 


The insurance board of Greenwich, 





‘Conn., has adopted a resolution memo- 


despite the fact that the governor-elect 
is a Republican and Mr. Blackall is a 
Democrat. The resolution states that 
the interests of the public, the insurance 
industry and the agents have been 
“wisely, fearlessly and impartially pro- 
tected and furthered” by Mr. Blackall. 





Prospect with accident and _ health. 


of Life Insurance 


Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 


for such things if they are permitted 


f . n rializing Governor-elect Baldwin to con- 
under the laws. Life companies will op- 


tinue Commissioner Blackall in office 









































































Sun Life Official Cites 
Different Attitude Prevail- 
ing in England 
Taxes paid by American life compa- 
nies on premium collections are suffi- 
cient to purchase, at an average age, ' 
$3,000,000,000 of life insurance, G. H. 
Harris, director of public relations Sun 
Life of Canada, declared at the North- 
eastern Pennsylvania annual fall lunch- : 
eon and sales conference held at Wilkes- 
Barre. He pointed out that when a 
man buys life insurance, he relieves the * * * * * 
body politic of the potential responsibil- 
ity of caring for his heen ones ~ ya 
in England, instead of being taxed for i 
oe dis forethought, he is rewarded by One man out of every four with whom an agent's contract was 
: bei ll d to claim as exempt from e a = 
at Gils tex tae. test: abt Sox Siler consummated in the first five years of this Company's history 
de surance premiums. e e e e p = 
Hos- Tn, wcudies dow &, etand of chemate (1906 to 1911) is still with this Company, and is actively produc- 
nths 750. These conferences are held alter- ° e 
e ot nately at Wilkes-Barre and Scranton ing new business. 
Cin- and each gathering is under the joint 
ered auspices of both associations. C. A. ; ' . 
fer fm \otaw, general agent Northwestern The following full-time Ohio representatives have now served this 
_ Mutual Life and paneatens Scranton As- C f f h 
sociation of Life Underwriters, was gen- at - 
ance eral chairman of the meeting; C. L. Al- ompany tor an average o twenty cig t years: 
eart. bert, president of the Wilkes-Barre as- 
shio sociation, was program grog = 
’ Votaw is district agent for the North- i 
| 7 western Mutual at Wilkes-Barre. E. P. Tice Columbus W. T. Trump Dayton 
pe thine Rineice: Gocake H. P. Jeffers Columbus H. H. Neptune Lorain 
tha 
ben Isaac S. Kibrick, New York Life E.O.Mowrer Akron W. B. Baughman New Concord 
ign- agent at Brockton, Mass., who made a i - 
ome hit at the Houston convention of the K. |. Dickerson Newark P.L. Van AH#a New Lexington 
and National Association of Life Under- : 
ion, J writers, gave his famous talk, “Finding J. D. Rees Columbus C.E.Schaad Marion 
itive Them Where They Are Not.” Mr. 
ren tae Sew Ke tiheke the singin O.J.Dodge _ Delta B. F. Carter Columbus 
act of purchasing a life insurance con-- 
i seO tae ote Se wraps arownd it L. U. Mechem Bethesda W. E. Hitchcock Cleveland 
so many a and so many ov pilin 
sequences that when a man says “no” he 
| sn efect Saying. “no” to an invitation E. C. Roberts Canton S. L. Yochum Camden 
ona to order his life on a broader, safer an ° 
“a lage a Sega Sug pir nese gay H. S. Foote Geneva C. W. Stillson Youngstown 
il 1. means to an end and Mr. Kibrick puts 
a Gail Ste ind ctlae late Vic inteceee- S. B. Garwood Columbus D. A. Watson Cumberland 
and tation of that end that his prospects 
cia- = = — but buy. 
i A € i d 1 hi Lif d it : e e ejje o 
= Association's Dlaylct, “The Trial of Joba The above representatives have paid for millions of persistent 
1 . Agent,” wa feature of the pro- ° ° e ° 
no fie. A’ délegution of 38 from Baog- business, showing an exceedingly low mortality. 
res- ge N. Y., traveled 78 miles to at- : 
ncil, €nd the conference and about 40 men : ri ‘. F ¥ fi 
his thet, oh hand from Pottsville, Pa., where In October this group materially aided their Company in making 
yes Ss no life underwriters association. 2 nan _ 
jent the largest monthly Net Gain of life insurance in force recorded 
ars - “ 
rest Life Presidents Consult on in the past six years. 
the Pensions and Investments 
| 
W. oALLAS—Two life company presi- 
on .were hosts to Governor-elect 
Daniel at a dinner and three-hour 
‘paference on old age pensions and in- 
age ustrial development of the state. They 
re- bas E. P. Greenwood, president Great 
“to Southern Life of Houston, and A. Mor- 
hich ge head of the Southland Life of 
vice : 
1ieS, vente governor-elect restated his oft- 
tate wecated declaration that old age pen- 
S| S2 Sen. LIFE INSURANCE COMPANY 
Ls: tual? man or woman over 65, who ac- . 
ithe | 3 Soman Si pension, must be paid b h 
ars. Month. is, it is agreed, will ; 
‘ pe raising some $20,000,000 additional Colum us, Ohio 
au- on nt: There is a possibility of a levy 
was n surance premiums, 
“ est ii O’Daniel is endeavoring to inter- 
"te insurance companies, especially 
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Keesling Is President 
of West Coast Life 


Succeeds Victor Etienne, 
Who Retires—Thomson 
Made First Vice-President 


SAN FRANCISCO — Francis V. 
Keesling, Sr., since 1910 vice-president 
and general counsel for the West Coast 
Life, San Francisco, was elected presi- 
dent succeeding Victor Etienne, Jr., who 
resigned in accord with a plan adopted 
when he became ‘president in 1925. At 
that time Mr. Etienne, who previously 
had been vice-president since 1910—the 
same year that Mr. Keesling assumed 
his former position—determined to re- 
tire as active head on reaching age 65. 
He remains on the board. 

Mr. Keesling is widely known 
throughout the insurance business and 
occupies an outstanding civic position in 
San Francisco and California. He has 
been president of the Association of Life 
Insurance Counsel and also president of 
the American Life Convention and its 
Legal Section chairman. 

Gordon Thomson, who has been with 
the company and its predecessor, the old 





San Francisco Life, for 28 years, be- 
comes first vice-president, relinquishing 
his duties as manager of agencies which 
he has handled for a number of years. 
He joined the company as assistant sec- 
retary and actuary, being advanced to 
vice-president and actuary, and a few 
years ago vice-president and manager of 
agencies. 

Harry J. Stewart, assistant and later 
superintendent in the Pacific Northwest, 
and also in the inter-mountain depart- 
ment, was named to succeed Mr. Thom- 
son as vice-president and manager of 
agencies with headquarters in the home 
office. He started with the company 20 
years ago, first as branch office assist- 
ant, then assistant superintendent and 
later superintendent. 


Summers Sole General Agent 

The New England Mutual Life an- 
nounces a reorganization of the Moore 
& Summers agency, Boston, made nec- 
essary by the retirement of R. W. 
Moore, Jr., from the partnership. Merle 
G. Summers has been appointed sole 
general agent. 

Mr. Summers’ service with the New 
England Mutual began in 1914. The 17 
years that he has been a partner in the 
agency, it has grown to be the largest 
of 70 agencies of the company. 





Advanced By West Coast Life 





FRANCIS V. KEESLING 
President 


GORDON THOMSON 
Vice-President 
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A Bulwark of Defense 


As a method of building up a secure, 
non-fluctuating estate — a bulwark of 
defense against the unknowable future 
—the importance of life insurance can 
hardly be overestimated. And its ulti- 
mate aim—adequate financial security 
for a family — is so vital that it must 
surely be considered a necessity by all 
clear-thinking people. 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 











R. I. Commissioner 
States Position 


M. Joseph Cummings, chief of divi- 
sion of banking and insurance of Rhode 
Island, takes exception to certain state- 
ments that were made in the article in 
which an attempt was made to forecast 
the effect of the election in that state 
on the insurance department. THE Na- 
TIONAL UNDERWRITER is convinced that 
its correspondent was not properly ad- 
vised and that there is much justice to 
Mr. Cummings’ position. 

Mr. Cummings states that his term 
of office is indefinite and he is appointed 
by the director of revenue and regula- 
tion, rather than by the governor, as 
stated in the article. He holds office 
subject to removal by the director of 
revenue and regulation. 


Against State Insurance 


“Where you received the idea that I 
have been advocating a state health in- 
surance plan backed by a state fund is 
beyond me, as I have consistently op- 
posed the state’s participation in savings 
bank life insurance or insurance of any 
kind,” Mr. Cummings writes. 

“Who your informant is who stated 
that I have been a ‘thorn in the flesh of 
the insurance interests’ I do not know, 
but this statement, as well as the others 
printed in your article, convinces me 
that your source of information is most 
unreliable. 

“Tt is the duty of the insurance com- 
missioner, as you well know, to guard 
the interest of the insuring public as 
well as the insurers. If you will com- 
municate with any of the leading insur- 
ers of Rhode Island, whether they be 
fire, casualty or life companies, or 
agents or brokers of any or all these 
various companies, you will find that the 
division of insurance, under my leader- 
ship, has been noted for its fairness in 
dealing with the insurers as well as the 
assured.” 


Union Central Fellowship 


The “Ue Ce Qu Ce Fellowship” of 
the Union Central Life will hold a 
luncheon in the Union Central building 
in Cincinnati next Tuesday. It will have 
as guests those retired with 25 or more 
years of service, being composed of 
the old guard. The directors of the 
company are being invited to attend. 
Officers not in the organization will also 
be guests. C. A. Handy will preside. 
President W. Howard Cox will speak 
for the directors and will offer the to- 
kens. H. W. Baetz will welcome the 
new members. W. C. Dunkhorst, as- 
sistant treasurer, will respond. Vice- 





Pink Surveys 


Examination Issue 


NEW YORK—A plea for an impar- 
tial and harmonious approach to a per- 
manent solution of the company ex- 
amination problem is offered by Super- 
intendent Pink of New York in a 
pamphlet shortly to be released. Mr. 
Pink said he desires to have it in the 
hands of commissioners prior to the 
convention in Des Moines the week of 
Dec. 5. He expressed the belief that 
the conclusions, which are drawn from 
a study of views expressed by other 
commissioners as well as the historical 
facts disclosed by the record, might be 
of value to the association in any further 
consideration of the subject. He voices 
the hope that the survey might be of 
use to commissioners now in office and 
to new officials. 

The study traces the history of ex- 
aminations from the beginning of insur- 
ance supervision. There have been dis- 
putes within the National Association 
of Insurance Commissioners over the 
subject but the spirit and goal has 
always been to deal with examinations 
in a manner that would serve the best 
interest of the public, the business and 
insurance supervision, the study argues. 

A chapter is devoted to comparative 
costs of examinations as conducted by 
state departments and by the National 
association at St. Paul in 1936 and en- 
larged upon at Hot Springs, Ark., the 
following year. 

Mr. Pink advocates full-time staffs of 
examiners in the various departments, 
and standard examination procedure. He 
suggests study of the advisability of 
having a small corps of highly-trained 
examiners, under the supervision of the 
examinations committee of the associa- 
tion, whose duty it would be to make 
supplementary examinations wherever 
the examination committee desired. 








president Charles Hommeyer will re 
spond to the toasts to the guests. = 
seph Fox will give the acknowledgment. 


Merton L. Brown, former Massachu- 
setts commissioner, has been elected 
secretary of the Boston University 
board of trustees. Guy W. Cox, oe 
dent John Hancock Mutual Life, ae 
been elected vice-chairman of the sam 
board. 
rates 
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President Fulton’s 
Views on Dividends 
Tells Agents Not to 


Quote Figures Over Long 
Period 


COMPANY EXECUTIVES ON LIFE PRESIDENTS’ PROGRAM 









































The Home Life of New York an- 
nounces the continuation of its present 
dividend scale. Interest on dividends 
on deposit and also on policy proceeds 
left with the company will remain un- 
changed at 3.75 percent. In accordance 
with the usual practice, the action on 
dividends at this time is for the first 
three months of the ensuing year. At 
the January meeting of the directors it 
is customary to extend the payment for 
the balance of the year. It is antici- 
pated that this usual practice will be fol- 
lowed this year. 

J. A. Fulton, president, made the fol- 
lowing comments to the field force in 
connection with this announcement of 
the continuation of the present dividend 
scale: 

“While it is gratifying that results 
make it possible for us to continue our 
present dividend scale, wé think it T. A. PHILLIPS E. I. LOW JOHN A. STEVENSON 
would be a serious mistake for this and President Minnesota Mutual Life Chairman of Board Home Life Executive Vice-President Penn Mutual 
a favorable net cost to lead the sales 
organization of this company to place ; ae ‘ 
undue emphasis on dividends and on net | life insurance proposals. There may | future relationship with policyholders. | appreciative of the results which the 











cost. have been a time when, because of the| “It seems to us that a much sounder cog in common with — 
: r fact that dividend scales were main-| course of action is to acquaint your | splendid life insurance institutions has 
Danger in Long Period Quotations tained in many instances for years with-| policyholders with the actual factors | been able to secure for policyholders.” 


“In particular, I should like to reem-| out change that this practice had some |} which affect the payment of policy divi- —— . 
phasize the position which we have | justification. The rapidly changing eco-|dends. Particularly they should be Talks to Boston Trust Council 
previously stated on dividend illustra- | nomic conditions in the last few years | brought to realize that the steady trend G. T. Finnegan, C.P.A., Boston at- 
tions. While it is, of course, necessary | have caused revisions of policy dividend | toward lower interest rates is a result | torney, formerly with the estate tax 
to show the scale of dividends at all| scales at fairly frequent intervals. Be-| of world economic conditions, plus gov- | division of the United States Treasury 
ages and for all years of duration, we] cause of this fact the quoting of divi- | ernmental action over neither of which | Department, addressed the Boston Life 
should very seriously question the ad-| dends for long periods of time, with the | the companies have any control. Once] Insurance & Trust Council on “Factors 
visability of following the practice which | implication that such dividends are| your intelligent policyholders clearly | to be considered in the valuation of 
has grown up in the business generally | likely to be continued, seems not only | understand these factors and the condi- | business interests and good will for fed- 
of quoting dividend payments over a| to have no justification but to be highly | tions under which the companies have] eral estate and inheritance tax pur- 
long period of years when presenting | inadvisable from the standpoint of our ' had to work they will be increasingly | poses.” 


























he Maiesty of Learlessness, 


born of confidence in his ability to cope 






with any threat in his jungle environment. 






No man alone is equipped to cope 






with the potential threats of a complex 





civilization; he must depend, for his 






security, upon co-operative efforts with 






his fellows — and of these, one of the 






most effective is life insurance. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite Independence Hall 
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Labor Board Hits 
Metropolitan Life 


on “Company Union” 


NEW YORK—The New York state 
labor relations board, which recently 
won an appellate division decision 
against the Metropolitan Life following 
the latter’s refusal to recognize the 
C.I.O. industrial agents union, has is- 
sued a complaint charging unfair labor 
practices. It alleges. that the Employes 
Fidelity Organization, an association of 
Metropolitan Life agents, is a company 
union. . 

On the basis of complaints of the 
C.I.O. union, the labor relations board 
charged that the Metropolitan had “fos- 
tered, encouraged and dominated a com- 
pany union known as the Employes 
Fidelity Organization by donating free 
office and meeting space, equipment and 





services to the organization, by coercing 
and persuading company employes to 
join the organization and by discriminat- 
ing in favor of its employes who are 
members of the Employes Fidelity Or- 
ganization and against employes who re- 
fuse to join the Employes Fidelity Or- 
ganization.” 

The complaint states that the Metro- 
politan discharged 22 employes and re- 
fused to reinstate them because they 
would not quit the C.I.O. union. The 
labor relations board also charged the 
company with a campaign of active in- 
terference and discrimination in the case 
of employes who joined the C.I.O. union, 
including threats to eliminate, through 
reorganizations, positions held by union 
members. A hearing is tentatively set 
for Dec. 5 at the board’s offices, 366 
Broadway, New York City. 


Company reports, policy facts, rates 
and values all covered completely in the 
1939 Unique Manual-Digest, $5. National 
Underwriter. 





underwriting. 


E. P. Greenwood 
President 





‘LOOK FOR STRENGTH 
SECURITY AND 
PROGRESSIVENESS” 


This booklet, while addressed to 
prospects (as one of our array of sales 
aids) will be of interest to you if you 
are contemplating a career in life 


Write for your copy. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 











C. H. Tookey Heads 
Coast Actuaries 


Vital Subjects Treated 
at Three-Day Rally 
in Del Monte 


‘C. H. Tookey, associate actuary Occi- 
dental Life of Los Angeles, was elected 
president of the Actuarial Club of the 
Pacific States at the three-day fall meet- 
ing in Del Monte, Cal. B. N. Coates, 
consulting actuary of San Francisco, is 
vice-president, and A. W. Havens, Pa- 
cific Mutual Life, is secretary. About 40 
attended including representatives of all 
Pacific Coast companies. 

L. W. Morgan, Pacific Mutual Life, 
gave his presidential talk at the opening 
session. “Removal of Ratings” was the 
subject of a paper by W. C. Kennedy, 
California-Western States Life, and 
there was a discussion by C. C. Warner, 
West ‘Coast Life. 

“Use of Exclusion Riders in Aviation 
Underwriting” was handled by Arthur 
Strubhar, Pacific Mutual, with discus- 
“pom by R. R. Brown, Oregon Mutual 

ife. 

“Inspection of Risks” was treated by 
R. P. Beckham, Retail Credit Company, 
with discussion by 3 Sanford, 
Northern Life of Seattle. 


Underwriting Oriental Risks 


C. J. Schultz, Occidental Life, gave a 
talk “Underwriting Oriental Risks on 
the Pacific Coast,” with Gordon Thom- 
son, West Coast Life, the discussant. 

L. J. Schmoll, Metropolitan Life, gave 
a talk “Habits and Morals,” with R. C. 
Burton, New World Life, the dis- 
cussant. 

At the second day’s session, Marcus 
Gunn, California-Western States, gave a 
paper “Group Accident & Health Insur- 
ance, Including Hospitalization.” E. S. 
Jensen, Occidental Life, presented a 
written discussion of that topic. A dis- 
cussion of “Subversive Literature” was 
given by F. M. Hope, actuary Occiden- 
tal Life, and R. B. Richardson, president 
Western Life of Montana. 

D. G. Goddard of the Travelers in 
San Francisco gave a talk on settlement 
options. 


Commercial A. & H. Discussion 


A paper on commercial accident and 
health was presented jointly by Cary 
Groton and Oscar Swenson, both of Pa- 
cific Mutual. The discussion was by H. 
O. Fishbach, Northern Life, and ‘C. H. 
Tookey, Occidental. 

At the final session on the third day 
Arthur Havens gave a paper on “Method 
of Computing Dividends by Key Rates 
Obtained from Ordinary Life Policies.” 

There was a discussion of “Govern- 
mental Interests in Life Insurance” by 
A. H. Mowbray and C. E. Herfurth, 
consulting actuaries. 

There was informal discussion of the 
effect of the action of New York com- 
panies in reducing the policy loan inter- 
est rate to 5 percent by R. B. Richard- 
son and Oscar Swenson. 

The final feature was reports by dif- 
ferent company representatives as to 
mortality and disability experience, in- 
surance written and in force and inter- 
est rates. 





Will Fish with Arnold 
in Picturesque Basswood 





A four-day taste of some of America’s 
finest game fishing is in store for 17 
members of the agency organization of 
Northwestern National Life of Minne- 
apolis next summer when they will be 
guests of President O. J. Arnold at his 
cabin, “Ile-de-Bord,” on an island in 
Basswood Lake, one of the chain of 
lakes on the international boundary be- 
tween Minnesota and Canada 

Every year for the past six years. Mr. 
Arnold has invited the leading personal 





W. Lee Baldwin New 
Colorado Life Head 


S. B. Lacy Will Now 
Spend Most of His Time 
in Virginia 


W. Lee Baldwin has been elected 
president of Colorado Life succeeding 
Sterling B. Lacy, who will in the future 
spend the greater portion of his time in 
Virginia, his home state, and who takes 








W. LEE BALDWIN 


the title of vice-president. Mr. Baldwin 
went with Colorado Life in January of 
this year as vice-president and has been 
in active charge of the agency organiza- 
tion. He has been an important factor 
in popularizing the company, revising its 
operating program and modernizing its 
agency operations. He has had an ex- 
tended life insurance experience, both 
as an agency organizer and a general 
executive. 

He entered life insurance work as an 
agent of Reliance Life in Alabama about 
20 years ago. After a few years of car- 
rying the rate book, he was appointed 
inspector of agencies for Reliance Life 
in western territory with headquarters 
at Denver, which position he held until 
1935 when he became superintendent of 
agencies of Union Mutual of Portland, 
Me., which position he resigned to g0 
with Colorado Life. 

Since assuming charge of agency OP- 
erations for Colorado Life, Mr. Bald- 
win’s program has been one of building 
a full time agency organization along 
conventional lines. This year the com- 
pany has joined both the American Life 
Convention and Sales Research Bureau. 
As it writes accident and health as well 
as life, it is also a member of the Health 
& Accident Underwriters Conference. 
Colorado Life has $40,000,000 insurance 
in force in addition to which jit has a 
veloped a considerable accident 4 
health premium income. 








eneral agents, and manag- 
ers in the penne October observance 
of “Arnold Month” to Basswood La : 
to test their fishing skill, until - 
“president’s parties” have now become 4 
tradition. Those to. whom Mr. —. 
has extended invitations for next cae 
mer include Paul Dobson and Si _ 
Minneapolis; Carleton Cummings, 
cow, Ida.; H. J. Wulfsberg, Jamestow™ 
N. D.; J. W. Stannard, Williston, edt 
B. M. Stewart, Houston, Tex.; ah 1 
Tuller, Portland, Ore.; W. H. Smi op 
L. Van Horn and L. E. Brown, Neb.; 
Cleveland; J. S. Lichliter, Lincoln, ne. 
E. P. Balkema and Watt a res- 
troit; Lee J. Gillis, Omaha; W. Merril, 
ton, Great Falls, Mont.; E. W. South 
Kansas ‘City, and D. J. Patterson, 
Bend, Ind. 


producers, 
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New England Mutual 
Millionth Policy 


Interesting Contest Waged 
for the High Honor 
Won by Sawyer 


The grand prize of New England 
Mutual’s falk production contest, the 
honor of placing the century-old com- 
pany’s millionth policy, has been won by 
Lawrence Sawyer of Portland, Me. Pay- 
ing for 28 separate cases, he nosed out 
by a narrow margin the runner-up, Gen- 
eral Agent Carl S. Nute of Manchester, 
N. H., who paid for 26 lives. 


Where the Work Was Done 


During a cruise with Harold Cooley, 
general agent in Portland, Mr. Sawyer 
selected two islands in Penobscot Bay 
on which to concentrate his efforts: 
North Haven, with a total population of 
a little over 500, and Islesboro, which 
boasts 617 inhabitants. Although in 
these small seacoast villages there is 
neither the need nor the ability to pay 
for extensive life insurance programs 
that is to be found in larger industrial 
and commercial communities, he saw 
there an opportunity to cultivate a con- 
siderable number of smaller cases. 


Canvassed the Village 


Returning to North Haven one rainy 
day late in September, he found a lodg- 
ing and set to work at once canvassing 
in the village. The first sale was made 
that evening, and two more the next 
day. The third day he began calling on 
people outside the village center, and 
closed four more. Going the rounds in 
town again that evening resulted in 
three more cases. The rain continued 
the fourth day, as sometimes happens in 
Maine, but that did not keep him from 
closing two more sales in the after- 
noon. The next morning found him on 
the boat bound for Portland with 12 pre- 
paid applications in his pocket. 

His next expedition was to Islesboro. 
This time he had better weather, and 
could take his car across on the ferry. 
Before he returned, two days later, there 
were eight more cases to his credit, all 
of them on 20-payment life or higher- 
premium plans. 


Got the Millionth Policy 


Mr. Sawyer’s third expedition took 
him to Camden, a comparative metropo- 
lis of 3,400 inhabitants on the mainland 
shore of Penobscot Bay, where he 
added five more applications to his to- 
tal. Back in Portland again, with one 
more day, a Sunday, before the end of 
the contest, he was able to close two 
more cases, thus clinching his right to 
policy number 1,000,000. Twenty-four 
of the 28 applicants had been total 
Strangers, 





lively Contest for Alabama 
Insurance Commissioner Post 


BIRMINGHAM, ALA. — There is 
considerable speculation as to who will 
e Alabama’s next commissioner. Gov- 
reotelect Dixon of Birmingham has 
mained silent so far but is expected 
® announce his choice before taking 
Once Jan. 15, 
aXtPortedly there are some 20 appli- 
oa or the job. The most prominently 
on toned are Frank N. Julian, incum- 
“een president National Association 
Fay sama Commissioners; Charles 
ann immediate predecessor of Julian 
sae with United States Fidelity & 
lng ne, in Birmingham, and Dr. Ster- 
~ “erg by roma father-in- 
Hugo L. Black, upreme Court Justice 
frist prior to the election a delegation 
Sane ©, Alabama Association of In- 
eCutives gents, from life company ex- 
shi and from others called on 
esol In the interest of Julian’s reap- 
the ent. Dixon listened attentively to 
Presentations, asked several ques- 








Chicagoan Over $1,500,000 
Mark in Ten Months 








HARRY T. WRIGHT 


Harry T. Wright, associate agency 
manager of the W. V. Woody agency, 
Equitable Society, in Chicago, is the 
leading Equitable producer in the United 
States for the first ten months. He has 
placed in his company total volume of 
Over $1,500,000 on 146 lives in this pe- 
riod. 

He is a tireless worker whose large 
production annually is not the result of 
chance. 


Is Systematic Worker 


Mr. Wright works systematically at 
his prospecting and selling, keeping 
careful record daily so that he can de- 
tect any weakness in his work soon after 
it develops. He can go back for many 
years and show for any particular day 
how many calls and interviews he made, 
results in sales and prospects secured. 
He has worked this out to a fine point, 
even having figured how much his time 
is worth on the average. 

Mr. Wright, therefore, does not waste 
time, for he knows that each minute in 
the working day represents just so much 
money to him if it is profitably em- 
ployed. 

Millionaire for 15 Years 


He has made an outstanding record 
for all time, not alone in the fact that 
he has been a “millionaire” continuously 
for 15 years, but also because of the 
large number of cases he writes every 
year. Many “millionaires” depend on 
their large cases to pull them over the 
line. Mr. Wright also sells large cases, 
but he is organized so that if they do 
not come he will still not fall short of 
his million a year. 

He competes constantly with himself, 
comparing what he is doing with what 
he has done in the past. 

Mr. Wright is unusual among large 
producers for the regularity of his sales. 
Many leading -salesmen work as the 
mood strikes them—either intensely or 
not at all. Mr. Wright is in there 
“pitching” all the time. He never seems 
to be hurried, but he never dallies. 

He is secretary of the National Asso- 
ciation of Life Underwriters and past 
president ‘Chicago Association of Life 
Underwriters. 








tions and promised to consult with in- 
surance leaders before making an ap- 
pointment. 

Greer has strong endorsement of life 
agents and others. He and Julian both 
are understood to have warmly sup- 
ported Dixon. Julian is a holdover from 
the Graves administration and the new 
governor in his campaign promised to 
“plow under” some of the Graves ap- 
pointees. Political affiliations could con- 
ceivably dictate the appointment of Dr. 
Foster, or some other applicant not 
mentioned in the gossip. 





$10,000 a Day 


Merchandise does differ. 
Some has buyer appeal. Some 
arouses buyer resistance. 
Continental endeavors in- 
sistently to minimize buyer 
resistance. 


$10,000 a day is enviable 
production. Yet... a new 
general lines agency . . . un- 
seasoned in life insurance... 
produced $82,000 in its first 
eight days... Unit Pension 
Plan was the medium. 


Unit Pension Plan ... a com- 
bination of life insurance, 
time insuranceand retirement 
insurance .. . is a practical 
dollars-and-cents illustration 
of Continental co-operation 
... typical. . . exclusive. ... 
Write us and we will write 
you. Perhaps a Continental 


agency contract is desirable 
+. Very. 








Conlinenlae 


ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
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If the full benefits are to reaped from 
the sale of term insurance during De- 
cember, the agent must take great care 
in explaining just what the policyholder 
can do, and canont do, with his term 
insurance at a later date. If the job is 
done properly, now, the conversion to 
permanent forms of insurance at a later 
date will follow as a matter of course. 
Term insurance properly written before 
the change goes into effect can be made 
a very substantial back-log for 1939 pro- 
duction. 


Answers Interest Query 


Q. Do term policies of most compa- 
nies carry the same guaranteed inter- 
est rate provisions to be found in the 
other contracts? 

A. Except for a few special cases, 
term policies carry the same settlement 
options for the beneficiary as those in- 
corporated in regular life policies. Nat- 
urally, any settlement option which an- 
ticipates participation by the insured 
would have no meaning in a term pol- 
icy because there would be no proceeds 





Term Insurance and New 
Settlement Options 


By J. H. RADER 


available from the policy until after the 
death of the insured. 

Q. What is the advantage of con- 
verting term policies at once in rela- 
tion to the guaranteed interest rate 
change from 3 to 2% percent. 

3. Term policies that have been in 
force for some time should be converted 
to permanent forms immediately in or- 
der to take advantage of more favor- 
able settlement options which are still 
available. These term policies can still 
be converted as of the attained age and 
present date to policies containing the 
current options. If the policyholder 
waits until after Jan. 1, it will be neces- 
sary for him to convert as of the orig- 
inal date of the term policy in order 
to obtain such options. This original age 
conversion requires that he pay the dif- 
ference between his term premium and 
the premium on the new policy accumu- 
lated at interest from the date of issue 
to the date of conversion. Of course, 
there are some companies whose rules 
provide for the payment of the differ- 
ence in reserves and possibly other vari- 























thru 
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If you are in- 
terested in de- 
tails of our 
plan, comsult 
A. B. Olson, 
agency vice- 
president. 


termined. 








“GUARANTEE MUTUAL MEN MUST SUCCEED” 


“sion 
sald super 


After being schooled in ‘'what to do” the new 
Guarantee Mutual 
about blindly, but receives the assistance in the 
field so vital for a beginner. 


Our carefully charted agency plan provides that he 
receive training in the mechanics of approach and 
technique for closing from his General Agent. 


The General Agent follows a definite plan of spend- 
ing a certain amount of time with the beginner in 
the field weekly for the first three months. The 
newcomer’s progress is carefully reviewed at the 
e Home Office through weekly reports required of 
him and his General Agent. From these reports a 
positive basis for commission distribution is de- 


Under our plan the new agent knows exactly what 
to expect from his General Agent. Thus chances 
for misunderstanding are minimized and the new 
man’s opportunity for success increased. 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORGANIZED 1901 


Licensed in Twenty-one States 








representative does not go 














ations from this method, but the fact 
remains that if the old term policy is 
not converted before Jan. 1, the old set- 
tlement options will not be available 
without a substantial cash payment by 
the insured. 

Do most term contracts contain 
the provision that the policyholder may 
convert his term insurance to other 
forms and obtain the same privileges 
which were being granted by the com- 
pany at the date of original issue of 
the term policy? 

A. It is true that most term policies 
provide that conversion as of the orig- 
inal age and date, entitles the insured 
to premiums and policy provisions in 
effect at the time the term insurance 
was issued. There is one point in this 
connection that should be clearly under- 
stood although the cases affected will 
be relatively few. This point is that the 
policies of some companies today pro- 
vide that the annuity option is gov- 
erned by the regular annuity rates in 
effect at the time the annuity is to be- 
gin. This means that on a policy issued 
today, the settlement option figures are 
guaranteed as carried in the policy with 
the exception of the annuity option in 
these few companies. If, in 1948, the 
insured decides to take an annuity to 
be purchased by his cash value, the 
amount that he will receive will be based 
upon the immediate annuity rates in ef- 
fect in 1948, less a certain discount which 
is specified in his contract. Thus, any 
change in annuity rates will affect this 
option in just the same manner whether 
the policy be old or new. 

If a man could not pay for ordi- 
nary life insurance before the new inter- 
est rate becomes effective, what advan- 
tage would there be in selling him term 
insurance now? 


Option on Old Broader Form 


A. If a man 1s not able to pay for 
a permanent form of insurance at this 
time, he should ‘be urged to take an op- 
tion on the present settlement provisions 
by purchasing convertible term. In this 
way, he binds the company to give him 
the advantage of current settlement pro- 
visions on any plan of insurance to which 
he may change at some future date, pro- 
vided he is able to pay the amount re- 
quired by the company at that time to 
make the change as of the original date 
of issue. In the long run he should be 
able to save money by following this 
procedure in spite of the fact that it 
will probably be necessary for him to 
pay interest on the difference between 
the premiums of the two policies. The 
reason that he will save money is that 
the income after Jan. 1 will be reduced 
to such an extent that a larger amount 
of insurance will be necessary to pro- 
vide the same income that $1,000 will 
provide today. Therefore, 6 percent in- 
terest on the difference in premiums for 
a few years will not amount to nearly 
so much as the premiums for the addi- 
tional amount of insurance that will be 
required to pay the same income if that 
additional premium has to be _ paid 
throughout a long lifetime. 





Promotes New Texas 
Fire-Casualty Company 


Hugh D. Hart, well known figure in 
the life insurance business, whose last 
connection was with Pyramid Life of 
Little Rock as vice-president, is now en- 
gaged in promoting a stock fire and 
casualty insurance company in Texas, to 
be known as Western Union Assurance. 
Apparently he has the backing of J. E. 
Josey, chairman of the board of the 
Houston “Post.” Mr. Josey has pur- 
chased the six-story Commercial Bank 
building in Houston for use as the home 
office of Western Union Assurance and 
its name will be changed to Western 
Union building. According to the an- 
nouncement, the company will be ready 
to commence operations Jan. 15, writing 
fire and casualty business. 

J. E. Josey was formerly president of 
Southern Standard Life of Houston, 
which was reinstired by Pioneer Amer- 
ican Life of Dallas in December, 1937. 





Insurance Teachers 
Program Announced 


Meet Dec. 28 in Detroit; 
Will Analyze Statements 
of Critics 


An analysis of criticism of old line life 
insurance will occupy the entire after. 
noon session of the annual meeting of 
the American Association of University 
Teachers of Insurance Dec. 28 at the 
Hotel Statler, Detroit. The gathering 
will open with the discussion session at 
2 p. m., with G. E. Lackey, general 
agent Massachusetts Mutual, Detroit, 
chairman. Papers will be presented by 
President M. A. Linton of the Provident 
Mutual on “Permanent Insurance versus 
Term and Separate Investment”; H. H. 
Jackson, actuary National Life of Ver- 
mont, “Individual Reserves and Kindred 
Delusions”; and L. S. Morrison, Life In- 
surance Sales Research Bureau, “Selling 
Methods.” 

These papers will be discussed by Da- 
vid McCahan, University of Pennsyl- 
vania; Robert Riegel, University of Buf- 
falo, and H. E. Irwin, University of 
Michigan. 


F. J. Travers to Speak 


At the dinner session F. J. Travers, 
vice-president Lincoln National Life, 
will talk on “Investment Problems of 
Life Insurance Companies.” At the 
evening session E. I. Bowers, Ohio 
State University, will speak on “Social 
Insurance in the College ‘Curriculum.’ 
F. J. Dickinson, University of Illinois, 
will be chairman of this session. C. A. 
Kulp, University of Pennsylvania, will 
discuss Mr. Bowers’ paper. 

Officers of the association are H. J. 
Loman, University of Pennsylvania, 
president; Robert Riegel, University of 
Buffalo, vice-president, and J. E. Part- 
ington, Iowa State University, secretary- 
treasurer. 

The following have been nominated 
for the ensuing year: For president, Mr. 
Riegel; for vice-president, Dr. McCa- 
han; for secretary-treasurer, C. A. Kline, 
University of Pennsylvania; for execu- 
tive committeeman, G. W. Goble, Uni- 
versity of Illinois. 





Northwestern Mutual Shows 
Marked Growth in 80 Years 








Eighty years ago, on Nov. 25, 1858, 
the Mutual Life of Wisconsin began 
business in Janesville, Wis., by issuing 
Policy No. 1 for $5,000 on the life of 
Gen. John C. Johnson, the founder, who 
went to Janesville from New York City 
following a career as an agent of the 
then recently organized Mutual Life of 
New York. The Wisconsin company 
was incorporated March 2, 1857, by 4 
special act of the legislature and began 
business the following year after ful- 
fillment of charter requirements of 
$200,000 written. In 1859 the main 
offices were moved to Milwaukee and 
in 1865 the name Northwestern Mutual 
Life was adopted. 

In its 80 years the Northwestern Mu- 
tual has issued 2,918,000 policies. Dur- 
ing its first year $555,200 of — 
was issued, about what is now norma y 
issued in a half day. The gross — 
gate of all policies issued in the 80 en 
amounts to $10,428,242,525. After 
ductions due to deaths, expirations * 
other causes, the Northwestern —— 
in its recent third quarter report shows 
$3,860,472,733 of insurance in force ne 
1,035,398 policies. Assets now, to 
$1,223,822,132. It is licensed in 
states and the District of Columbia. +5 

Nov. 25 also marked the fifth awl 
sary of reentering the field of inst 7 
female lives. During this perio i 
Northwestern Mutual issued 56,944 ae 
cies on 54,235 women for a tota 
$111,950,000. 
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Mortality Table 
Report Deferred 


Special Committee of the 
Insurance Commissioners 
Still Studying Question 


The committee to study the need for 
a new mortality table and related topics 
of the National Association of Insurance 
Commissioners, which was appointed 
during the term of George A. Bowles, 
superintendent of Virginia, as president 
of the association, and which had pro- 
posed to present its final report to the 
meeting at Des Moines, Dec. 5-7, is de- 
ferring the presentation until the June, 
1939, meeting. A number of meetings 
of the committee have recently been 
held in an effort to complete its report 
in time for the Des Moines meeting. 
Some questions remaining before the 
committee, however, have made this 
impossible. 

In addition to the chairman, A. N. 
Guertin, actuary of the New Jersey de- 
partment, the committee consists of 
Charles Hughes, auditor, New York 
department; R. O. Hooker, actuary Con- 





A. G. Beeker 
é& Co. 


ESTABLISHED 1893 


Bonds 
Short Term Notes 


Commercial Paper 
Preferred Stocks 


Common Stocks 


You are invited to use 
our complete facilities 
for investment sugges- 
tions, security trading 
and information about 
all classes of securities. 
Ask for our current 
recommendations of 
public utility operat- 
ing company bonds 
yielding over 5%, by 
requesting N UI. 


100 SOUTH LA SALLE STREET 
Chicago 


Offices in 





necticut; Lloyd Thomson, actuary In- 
diana; F. E. Huston, Washington; C. 
A. Taylor, actuary Life of Virginia, 
representing the American Institute of 
Actuaries, and John S. Thompson, vice- 
president and mathematician Mutual 
Benefit Life, representing the Actuarial 
Society of America. 





Monopoly Hearings Open; 
Insurance Comes Later 
WASHINGTON—Considerable time 


will elapse before the administration 
monopoly investigating committee gets 
into the subject of insurance, it was 
indicated this week as the committee 
opened its first hearings. 

The Securities & Exchange Commis- 
sion study of insurance company invest- 
ment practices and policies has only just 
well gotten under way with the institu- 
tion of a survey of Metropolitan Life, 
following an analysis of returns to a 
questionnaire sent out some weeks ago. 
Upon completion of the Metropolitan 
study, it was said, other companies will 
be investigated before any report is writ- 
ten for the Congressional executive com- 
mittee. 

The present series of hearings will 
carry through to Christmas. The first 
few days will be devoted to receiving the 
general views of representatives of a 
number of government agencies which 
have been making preliminary studies. 
The real investigation will begin next 
week, when the committee initiates “a 
probe of the automobile industry, to be 
followed by a study of the glass indus- 
try, in both of which it has been charged 
patent control has been a major factor. 


SEC EYES SAVINGS BANK PLAN 


BOSTON—Evidence introduced at 
hearings on the proposed limitation of 
savings bank life insurance at the state 
house will play a part in the Congres- 
sional monopoly committee’s probe, it is 
learned. 

Attending the hearings as an observer 
for the SEC is Associate Professor D. 
H. Davenport of Harvard graduate 
school. of business administration, as- 
signed by SEC to investigate the insur- 
ance field for the monopoly committee. 

Davenport states the government is 
making a fairly extensive investigation 
of the insurance industry and plans to 
examine the growth and operation of 
savings bank life insurance. 

It is understood SEC is particularly 
interested in any evidence of pressure 
brought to bear in connection with the 
proposed legislation. It is indicated 
that such evidence would be regarded 
as an indication of monopolistic power. 


New York “Gridiron” Affair 


The annual banquet and first annual 
gridiron entertainment of the New York 
City Life Managers Association, sched- 
uled for Dec. 7 at the Hotel Biltmore, 
has aroused much interest. Reserva- 
tions already exceed 300, assuring a rec- 
ord-breaking attendance. Notwithstand- 
ing the fact that the dinner is to be 
held one week later than the Life Pres- 
idents Association convention, a num- 
ber of presidents and other officials of 
leading life insurance companies, as well 
as many out-of-town general agents have 
indicated their intention of being pres- 
ent. 

G. P. Shoemaker, general agent Prov- 
ident Mutual and chairman of the en- 
tertainment committee is not doing too 
much to dispel the mounting tide of 
curiosity about the gridiron entertain- 
ment, although he does admit that Gen- 
eral Agent Manuel Camps of the John 
Hancock in the role of a prominent na- 
tional political figure will be, in itself, 
something to remember. In addition to 
the dozen gridiron stunts there will be 
three surprise presentations and a mov- 
ing picture skit which will evoke many 
laughs. 


Canada Life One-Day Drive 
On the 91st anniversary of the issue 
of the first Canada Life policy on the 
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THIS WEEK IN INSURANCE 





Annual meeting of the Association of 
Life Insurance Presidents is being held 
this week in —_ = Pagel 


Annual meeting of the Association of 
Life Insurance Counsel is held in New 
York City. owe Pagel 


Sun Life official says premium taxes 
would buy $3,000,000,000 of life insur- 
ance. én a Page 5 


Annual review of investment situation 
in the life insurance field is given at 
Life Presidents Association meeting by 
T. A. Phillips. ‘ Page 2 


West Coast Life advances three officials 
upon resignation of President Etienne at 
retirement age -* e Page 6 


W. Lee Baldwin is elected president 
of Colorado Life, succeeding Sterling B. 
Lacy. eee Page 8 


National Association of Life Under- 
writers seeks to set new membership 
record in its 50th year. Page3 

* * x 


New York Democratic state leaders 
are pushing the savings bank insurance 
scheme. Page 3 





President J. A. Fulton of the Home 
Life of New York comments on the an- 
nouncement by his company that it will 
continue the present dividend scale. 


* * * 


Lawrence Sawyer of Portland, Me., 
wins contest waged by New England 
Mutual agents for the honor of placing 
its millionth policy. Page 9 

* * x 


University teachers of insurance pro- 
gram given. de Page 10 


Mortality committee of the National 
Association of Insurance Commissioners 
has deferred its report to the parent 
body until its meeting next June. 

Page ll 
*x* * * 


National Life of Montpelier announces 
its policy revisions and rate changes. 
Page 18 
* * x* 


First interview held 90 percent of two- 
interview sale. a Page 23 


Provident Mutual Life announces re- 
adjustment of its dividend schedule for 
1939. Page 18 








president, the Canada Life field force 


in the United States and Canada put on 


a special one-day drive which resulted 
in 268 applications for a total of $1,026,- 





082 business. A Winnipeg agent placed 
a policy on the life of a iB year-old boy, 
who is a great-great-nephew of the com- 
pany’s founder. 
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Subjecting Oneself to Self-Discipline 


THE presentation in a very courageous, 
oldfashioned way that made his words 
more robust and impressive came from 
L. A. Cerr, SR, in his talk before the NEw 
York City Lire UNDERWRITERS ASSOCIA- 
TIon. Mr. SerF in his day was a manager 
of magnificent proportions. He was 
thoroughly grounded in life insurance. 
He knew the business from stem to 
gudgeon. But he possessed more than 
knowledge. He had those qualities of mind 
and heart that caused him to move forward 
regardless of obstacles. He knew no 
fear. Mr. Cerr subjected himself to 
rigid self discipline. He knew that there 
was no soft place in which to light in 
life insurance field work. There was no 
golden throne to be occupied by one 
maching over the field in seven league 
boots. Every step meant serious and 
sustained effort. Probably the founda- 
tion of Mr. Cerr’s activities and the 
success resulting from them was indus- 
try. He was a hard worker. He never 
let up. His formula was work + work 
+ work and then more work. 

In his talk he laid particular stress on 
the necessity of rigid discipline. That is, 
every person should realize that success 
in life does not come by easy stages. It 
involves sacrifice, adhering to a program 
and following a rather straight course. 

Mr. Cerr’s thought was emphasized in 
a booklet put out by the “Diamond Life 
Bulletins” in which Associate Editor A. 
R. JAQUA points out the fact that he has 
summarized and analyzed questionnaires 


that were sent to 564 of its subscribers. 

One of the deductions made from this 
analysis is that the weaknesses, con- 
fessed to even by thoroughly large pro- 
ducers, are due largely to this very lack 
of self discipline. For instance, the pam- 
phlet succinctly gives causes of these 
weaknesses such as inability to prospect 
thoroughly, lack of self organization and 
planned prospecting, waste too much 
time, lack of study, just plain lazy, lack 
of knowledge and _ better contacts, 
should study more and work eight hours 
every day, lack of consistent daily pros- 
pecting. 

Every one of these confessions indi- 
cates sad lack of self discipline. 

It would pay anyone to not only read 
this booklet gotten out by the “Diamond 
Life Bulletins” but to study it thor- 
oughly, religiously, steadfastly and then 
study it again. There is a lot of meat in 
it. It all goes to show that life agents 
are succeeding today if they are positive 
and energetic in disciplining themselves. 

Just see the conclusions that Editor 
Jaqgua reaches on questions that he asks. 
“Do you know a lot of people and are 
you constantly widening your contacts? 
Have you organized your time so you 
work at selling a full day every day? 
Have you sufficient knowledge of life 
insurance, of people, of sales tactics? 
Do you know and follow a satisfactory 
prospect system? Are you enthusiastic 
about what life insurance can do for peo- 
ple?” 


Needs to Have Full Responsibility 


INSURANCE COMMISSIONER JEss G. READ 
of Oklahoma, in his recommendations to 
the governor of that state, urged with no 
mincing of words, the abolition of the 
state insurance board and contended that 
the entire responsibility of supervising 
the insurance business should be vested 
in the commissioner. We heartily agree 
with Commissioner REAp in the recom- 


mendation he has made. Wherever the 
commissioner is made subordinate to 
some other state official or his responsi- 
bility is divided, supervision is weakened, 
the public suffers and the insurance in- 
terests are greatly confused. There 
should be one head of a department who 
is responsible. Greater efficiency lies 
in that direction. 


Running to the State for Help 


INSURANCE DirEcToR PALMER of Illinois 
in his talk at the banquet at the annual 
meeting of the ILLINoIs ASSOCIATION oF IN- 
SURANCE AGENTS made one point that de- 
serves reiteration because the custom 
which he points out seems to be grow- 
ing. He stated that there is an increas- 
ing tendency with agents and companies 
to lay their problems on the doorstep of 
the state insurance departments. Ac- 
cording to Mr. PALMER insurance people 


candidly confess that they are unable to 
solve these competitive problems with- 
out the aid of the departments. This he 
considers a confession of weakness. He 
asserted that every appeal to the state 
simply encourages those in power to ex- 
tend themselves further in regulatory 
measures. Furthermore a constant ap- 
peal to the state for help strengthens the 
elements that are clamoring for federal 
regulation. The insurance business now, 


Mr. PALMER averred, is strongly well 
regulated. 

A number of years ago when GEORGE 
S. Van ScCHAICK, now vice-president of 
the New York LIFE, was insurance su- 
perintendent in New York, in a mem- 
orable talk he gave at the casualty 
convention at White Sulphur 
Springs emphasized the same _ point 
that Mr. PatMer makes. He called at- 
tention to the fact that every time that 





the insurance business seeks the helping 
hand of the state it encourages those in 
power to extend their domain. That is 
perfectly natural. It leaves the impres- 
sion that if a business does ask succor 
from the state and solicits greater regu- 
lation it is in favor of increased control, 
The admonition of these state officials 
certainly should be given serious con- 
sideration for they are in position to see 
trends clearly. 








PERSONAL SIDE OF THE BUSINESS 





H. E. Gates, consulting manager of 
the London, Ont., branch of the Canada 
Life, is dead. His career was closely 
linked with the progress of the Canada 
Life itself, as his first connection was 
made Sept. 1, 1876, when he became a 
junior clerk in the home office, then in 
Hamilton, Ont. He took charge of a 
general agency at London in 1890, which 
he carried on with such success that he 
was given control of the entire western 
Ontario district in 1899. 

In July, 1919, he retired from active 
participation in company affairs, but re- 
tained his connection as_ consulting 
branch manager at London. Mr. Gates’ 
father, F. W. Gates, was a director of 
the Canada Life in 1858 and was elected 
vice-president in 1877. 





J. C. McCarroll, manager of the in- 
vestment department of the Great 
American Life, Hutchinson, was elected 
to the Kansas legislature from Reno 
county. 





Claris Adams, president Ohio State 
Life, will be the principal speaker at a 
victory dinner in Ann Arbor, Mich., 
Dec. 8 in celebration of the election of 
Governor F. D. Fitzgerald and other 
Republican candidates. Mr. Adams is a 
former resident of Michigan. 


John A. Trumble, 63, former general 
agent at Lincoln, Neb., for the old 
Guaranty Life and later agent for the 
Occidental, died. He entered the insur- 
ance business in 1910 with the Farmers 
Mutual of Nebraska. From 1921 to 
1927 he was general agent of the old 
Commonwealth Life of Omaha. 





As “chief joy dispenser” of the Cheer- 
Up Club of New Orleans, Crawford H. 
Ellis, president of the Pan-American 
Life, presided at the annual Thanks- 
giving dinner for orphans and _ poor 
children of New Orleans. 


Howard H. Harding, 50, supervisor 
in the Dr. E. L. Woodruff general 
agency of the Manhattan Life in San 
Francisco, died at his home in Oakland 
from a heart attack. Mr. Harding went 
to San Francisco many years ago to be- 
come assistant to E. H. L. Gregory, 
then general agent of the Aetna Life. 


W. T. Grant, president Business 
Men’s Assurance, passed through Chi- 
cago this week, stopping off for a half 
day before proceeding to New York 
where he delivered Thursday as presi- 
dent of the American Life Convention 
the greetings of that organization to the 
Association of Life Insurance Presi- 
dents annual convention in New York. 








Mr. Grant conferred in the A. L. C. 





headquarters in Chicago with two past 
presidents—Francis V. Keesling, newly 
elected president. West Coast Life, and 
Herbert K. Lindsley, president Farm- 
ers & Bankers Life, Wichita, Kan. They 
also proceeded east to take part in a 
meeting of the A. L. C. executive com- 
mittee in New York Wednesday. 





For the 14th successive year, L. C. 
Mersfelder, Oklahoma manager Kansas 
City Life, has bagged his deer for the 
annual agency dinner, which is sched- 
uled for Dec. 2 in Oklahoma City. The 
annual “deer dinner” is an event in the 
Mersfelder agency, and is usually at- 
tended by about 100 agents and several 
home office executives. J. F. Barr, vice- 
president and agency supervisor; his 
two assistants, E. E. Chappel and W. T. 
Whitehead, and Dr. J. E. Bee, associate 
medical director, have signified their 
intention of attending this year. 





C. E. Brooks, district manager, Old 
Line Life of America at Racine, Wis., 
died there after a brief illness. Burial 
was at Burlington, Ia., his birthplace. 





Oran E. Ross, general agent General 
American Life at Winchester, Ind., who 
has been mayor of his home city, was 
returned to that office for a fourth term 
at the recent election. 





In honor of A. M. Embry, recently 
named general manager of the Equit- 
able Society for the middle west, his 
agency in Kansas City wrote 451 ap- 
plications for $1,787,000 the week ended 
Nov. 21. This is the largest week the 
agency ever has had. Mr. Embry was 
away in the east at agency meetings, 
and the campaign was conducted by his 
district managers. 





J. H. Torrance, vice- -president Busi- 
ness Men’s Assurance, is confined to his 
home as a result of over-exertion. Mr. 
Torrance took an active part in the re- 
cent charities campaign in Kansas City. 


_Lloyd Thompson, actuary of. the In- 
diana insurance department, is away 
from the office on account of illness. 


H. L. Bridgman, home office agency 
manager of the Great American Life, 
San Antonio, Tex., has been elected 
first vice-president of the San Antonio 
Kiwanis Club. 





Travelers Men Speak in Boston 


BOSTON—The Boston Life & Acti- 
dent Claim Association at its November 
monthly dinner heard Claim Manager 
H. S. Don Carlos and Dr. McLeod C. 
Wilson of the Travelers. 


—— 
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NEWS OF THE COMPANIES 








New President for Great 
American Life of Kansas 


Will S. Thompson, dean of Hutchin- 
son, Kan., insurance men, a local agent 
since May 1, 1896; treasurer and a di- 
rector of the Great American Life of 





WILL S. THOMPSON 


Hutchinson since its organization in 
September, 1917, and _ vice-president 
since 1934, has been elected president 
of that company, succeeding S. M. Bab- 
bitt, who died suddenly in Wichita. Sec- 
retary Frank A. Hadden was named 
vice-president as well as secretary. 

Mr. Thompson has been a leader in 
civic, religious and political circles for 
many years, including four years in the 
Kansas senate, 18 years director of the 
chamber of commerce and_ president 
three years; 21 years in various offices 
of the Boy Scouts, attaining the “Beav- 
er” award; 18 years on the Y. M. C. A. 
board with three years as president; 
six years on the city commission and 
many other important positions. He is 
a past president of the Kansas Associa- 
tion of Insurance Agents and a charter 
member of the Hutchinson Insurance 
Board. 





Issues Family Burial Policy 


LINCOLN, NEB.—Charles H. Shar- 
tick, head of the newly organized Lin- 
coln Benefit Life, a burial association, 
has copyrighted a policy in which the 
company will specialize. It will be is- 
sued as family coverage, each member 
sharing equally in the protection in pro- 
Fortion to the number of members of 
the family. When one dies the policy 
Continues in force on all of the other 
members, their proportion rising with 
the decrease in number of persons cov- 
ered. The Nebraska department has 
approved the policy as being actuarially 
Sound, being based on attained ages. 





Reinsured by First National 


Poscsie ORLEANS—AIl the business 
ormerly handled by the Southern Gen- 
~~ Life of Shreveport and all of the 
msiness of the Gibraltar Life handled 
through its district offices has been re- 
msured by the First National Life of 
hi Orleans. The First National, 
which Operates only in Louisiana, now 
an 125,000 policyholders and more 
an $20,000,000 insurance in force. 


eee 


SUPERVISOR WANTED 


Led Chicago branch office. Must have good 

Excellent Social contacts. Salary a te. 

Eive opportunity for advancement. In reply 
education, experience, references, etc. 


ADDRESS J-19, NATIONAL UNDERWRITER 
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Connecticut Mutual Names 
Coulson Agency Assistant 


George C. Coulson, who has been a 
member of the Connecticut Mutual 
Life’s Pittsburgh agency for the past 
ten years, has been appointed agency as- 
sistant at the home office. He has been 
supervisor in the R. N. Waddell agency 
for the past year. In his new position 
he will assist E. C. Andersen, educa- 
tional director, in the furtherance of pro- 
gramming schools. 

Mr. Coulson, before entering life in- 
surance in 1928, was an automobile 
salesman. His record for his ten years 
with the Connecticut Mutual has been 
outstanding. He qualified for the Quar- 
ter Million Dollar Corps in 1935, has 
qualified for six conventions, was a 
member of the President’s Club in 1935, 
is a “Dependable,” and in 1937, his first 
year as supervisor, he won the Lyter 
Award for the most outstanding organ- 
ization job. 


Great Republic Shift Is Completed 


The home office staff and all equip- 
ment of the old Great Republic Life 
have now been moved to the home office 
of Postal Union Life in Hollywood, 
‘Cal., which has reinsured Great Repub- 
lic. The quarters formerly occupied by 
Great Republic Life in the Occidental 
Life building are being remodeled by 
that company for use by its home office 
general agency. 

L. Tucker has become associated 





‘with Postal Union Life as assistant to 
.President W. R. Malone. Mr. Tucker 


was at one time a life insurance com- 
pany executive in Des Moines. 


Issue Over Western American 


SANTA FE, N. M.—The Republic 
National Life of Texas has filed action 
in the district court in an effort to force 
the state treasurer to allow withdrawal 
of securities of the Western American 
Lifey which it took over. The with- 
drawal is opposed by the state treasurer 
and Insurance Superintendent Biel, who 
contend that the Texas company has 
not shown that all policyholders of the 
Western American agreed to the sale 








Field Service Director 
of American Mutual 








R. B. REYNOLDS 


R. B. Reynolds, who has been ap- 
pointed director of sales service of the 
American Mutual Life, has had 13 years 
of life insurance experience in home of- 
fice, cashier, auditing, selling and super- 
visory work, all with the Equitable of 
Iowa. Since 1935 he has worked as dis- 
trict agent and agency supervisor in 
Northwood, Mason City and _ Fort 
Dodge, leading the Mason City agency 
in each of the three years, qualifying for 
three conventions and setting the envi- 
able record of 176 consecutive weeks of 
production. Mr. Reynolds attended the 
University of Iowa. 










































the 1 MILY-NEEDS 
ORECAST... 


developed by the Union 
Central Life and dra- 
matically advertised to 
millions of fathers: 


@ Enables the underwriter to 
make a truly professional 
diagnosis. 


Encourages an intimate 
and exclusive relationship 
between client and under- 
writer. 


Paves the way to larger 
unit sales, by making the 
purposes of insurance 
clear...dramatic...vital. 


Leads to higher income 
prospects...to business that 
stays on the books! 


The 
UNION CENTRAL 


LIFE Insurance Company, 


CINCINNATI, OHIO 
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Top-Flight Recognition - 


was accorded Advertising and Sales Promo- 
tion of the Provident Life and Accident dur- 
ing the 6th Annual Meeting of the Life Adver- 
tisers Association Nov. 14-16 at Atlantic City. 


Judges placed six* AWARDS OF EX- 
CELLENCE upon as many separate exhibit 
entries, this being the largest number of such 
awards received by any U. S. or Canadian 
Life company. 










Convincing evidence that Provident 
seeks constantly to give skilful assist- 
ance to its Field Forces. 







“The six Awards: Magazine Advertising, Weekly Publications to 
Agents, Monthly Publications to Agents, Conservation, Annual 
Statements, and Printed Materials. 
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of the company. They claim that the 
securities are held as a trust fund for 
such policyholders. 


Carnal to Assist Kruse 


J. Edward Carnal, Fort Wayne, Ind., 
manager of the Occidental Life of Cali- 
fornia, has been transferred to Chicago 
divisional headquarters office as assis- 
tant to J. Roy Kruse, divisional man- 
ager, with the title of field assistant. 
He will aid Mr. Kruse in general de- 
velopment. No successor has yet been 
named for the Fort Wayne office. 


T. R. Leslie Joins Great American 


T. R. Leslie, for seven years super- 
visor for Texas Life in central Texas, 
has ‘been appointed home office super- 
visor for Great American Life of San 
Antonio for central Texas with head- 
quarters in Austin with the Gus During 
agency. 


Walter Vollmer Promoted 


Walter W. Vollmer, who has been 
connected with the American Mutual 
Life organization for 25 years, has been 
promoted to field assistant. He has been 
in close contact with the field through- 
out his years of service in conservation 
and field auditing work. 

Mr. Vollmer attended Drake Univer- 
sity, where he was on the football 
squads in 1914 and 1915. 


Callender Transferred to Dallas 


C. A. Callender, former secretary of 
the Western American Life of Albu- 
auerque, N. M., has been transferred to 
Dallas, since the company consolidated 
with the Republic National Life of 
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New Vice-president 








E. GORDON OSLER, Toronto 


E. Gordon Osler, just elected vice- 
president of the Manufacturers Life of 
Toronto, succeeding the late G. C. Mit- 
chell, who died early this year, has had 
a varied business experience. He is sen- 
ior partner in the financial firm of Osler 
& Hammond of Toronto, president of 
the Canada Permanent Mortgage Cor- 
poration, and is prominent in many dif- 





ferent activities. 








LIFE SALES 


MEETINGS 





Northwestern Mutual Meet 
to Be Held in New York 


Plans are under way for the annual 
meeting of the Northwestern Mutual 
Life agencies in the New England, mid- 
dle and south Atlantic states to be held 
at the Hotel Waldorf in New York City 
on Jan. 3-4. Glenn B. Dorr, Hartford, 
is general committee chairman. Rudolph 
Recht, New York City, is chairman of 
the arrangements committee. L. J. 
Evans, assistant director of agencies, is 
representing the home office agency de- 
partment in directing the meeting. A 
stimulating, tuned-to-the-times program 
with company production leaders and 


home office officials participating is 
being completed, according to Mr. 
Evans. Information, ideas, proven plans 


and methods for reaching 1939 sales ob- 
jectives will be presented. 


Chipman’s Thanksgiving Rally 

H. A. Chipman, agency manager 
Equitable Society, Columbus, O., was 
host at the agency’s annual Thanksgiv- 
ing celebration at Granville Inn, Gran- 
ville, O., with 112 attending. M. W. 
Levring, London, O., was named most 
valuable ageat for 1938. L. C. McCardel, 
Ravenna, O., was awarded a prize for 
writing the largest number of paid 
cases, 








To Meet in St. Petersburg 


The annual agency directors confer- 
ence of the New York Life will be held 
in the Vinoy Park Hotel, St. Petersburg, 
Fla., Jan. 9-13. This will be attended by 
agency directors from all parts of the 
country and a large delegation from the 
home office. The program for these con- 
ferences constitutes an intensive course 
of instruction and education. 





Cedar Rapids Agency Meets 


CEDAR RAPIDS, IA.—The Cedar 
Rapids agency of the United Benefit 
Life and the Mutual Benefit Health & 

















Accident under Manager Verdi F. Len- 





zen held its fall meeting with 30 agents 
in attendance. H. C. Carden and D. A. 
Long were guests from the home office. 





Milner Agency Plans Campaign 
H. W. Milner, general agent at Lin- 
coln, Neb., of the Farmers & Bankers 
Life, held an agency meeting. Plans 
for the winter campaign were discussed. 





Protective Life Convention 

The Protective Life of Birmingham 
will hold its 1939 convention starting 
Aug. 7, at the Hotel New Yorker 2. 
New York City. 





State Farm Regional Rallies 


With more than 150 in attendance, a 
regional meeting of the State Farm com- 
panies was held in Springfield, Ill. 
Speakers included N. E. Bell, state di- 
rector; Adlai Rust, president; G. J. 
Mecherle, chairman of the board, an 
A. W. Tompkins, agency vice-president. 

H. R. Nevins, Indiana state agent, had 
charge of a two-day meeting in Indian- 
apolis. Speakers were Mr. Mecherle, 
Mr. Tomkins, R. C. Rodgers, divisional 
claim manager; Commissioner New- 
bauer of Indiana, and L. E. Griffith, 
deputy commissioner. 


New 1939 Detroit Insurance 
Telephone Directory Ready 


Tue NaTIoNAL UNDERWRITER has wage 
pleted the compilation and printing © 
the 1939 Detroit Insurance Telephon 
Directory and copies are being maile 
this week. : . 

This new directory brings up to = 
the names, telephone numbers and a , 
dresses of those engaged in all phases Cr 
the insurance business in the Detro! 
metropolitan area. : 

Additional copies of the directory can 
be obtained from THe NATIONAL UNDE» 
WRITER’s Detroit office, 1015 Transporta 
tion building, telephone Randolph W M 
or from the Chicago office, 175 W& 
Jackson boulevard. 
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LIFE AGENCY CHANGES 





Mutual Life Makes 
Important Shifts 


The Mutual Life of New York has 
appointed Harold J. Fett to succeed G. 
C. Perkins, manager in Newark, who 
will retire on Dec. 31 under the com- 
pany’s system. Mr. Fett, who is man- 
ager of the Rochester agency, will be 
succeeded by Earl W. Yago, now 
Wheeling, W. Va., manager. The 
Wheeling agency will be managed by 
Earl R. Lollo, district manager at 
Chambersburg under Manager R. E. 
Myer. All the appointments are éffec- 
tive Jan. 1. 


Newark Manager 12 Years 


Mr. Perkins has been manager of the 
Mutual Life at Newark for 12 years, 
having been with the company since 
1902, when he began as a clerk in the 
Hartford agency. He served as assis- 
tant cashier at Providence for five years 
and as cashier at Jacksonville, Fla., for 
six years, later serving there as assistant 
manager until 1919 when he was made 
manager at Wheeling. He became man- 
ager in Newark in 1926 and has achieved 
a highly creditable record in agency 


building and management in the portion. 


of New Jersey to which he was assigned. 

Mr. Fett has been with the Mutual 

Life for 30 years, his first connection 
having been as a clerk in its Reading 
agency, since consolidated with the Har- 
risburg agency. He was made assistant 
cashier at Wilmington, Del., in 1919, 
was made cashier at Newark in 1922 and 
later served that agency as superintend- 
ent of agents until 1926 when he 
was made manager at Wheeling. He 
has been at Rochester since 1930 and is 
recognized as one of the company’s 
leading managers as regards both or- 
ganization and supervision. 
_ Mr. Yago became manager of Wheel- 
ing agency three years ago after having 
been agency organizer in Pittsburgh 
since 1931. 

Mr. Lollo has a record as one of the 
Mutual Life’s outstanding producers, 
having qualified for the national Field 
Club. He joined the Mutual Life in 
1924 at Wilmington as an agent. He be- 





To Bankers National 














W. H. GLINES 


we H. Glines, appointed general agent 
Guat Francisco by the Bankers Na- 
al Life, has been with the Equitable 
Clety there for 20 years and recently 


came district manager at Chambersburg 
in 1935. 


Two Chicago Branches of 
New York Life to Merge 


The Insurance Exchange and Century 
branches of the New York Life in Chi- 
cago will be merged Jan. 1, to be known 
as the Century branch, with William E. 
North as agency director. Mr. North 
for some time has been located at Butte, 
Mont., in charge of business in that 
state. 

E. A. Oltman, agency director In- 
surance Exchange branch, will be trans- 
ferred to the central branch in Chicago 
as agency organizer, and E. Lund, 
agency director of the. old Century 
branch, goes to the Field building branch 
there as agency organizer. Both have 
been connected with the company for 
many years. Mr. North plans to arrive 
in Chicago about Dec. 15. 

When the change is completed the 
New York Life will have eight branches 
in Chicago and in addition the office 
of O. R. Carter, inspector of agencies 
mid-western department. 

A new modern agency plant is to be 
built in the Century branch which will 
be opened Jan. 1 in Suite 725, 134 South 
La Salle street. 

Mr. North has been stationed in Mon- 
tana for two years, prior to that hav- 
ing been located at Portland as agent 
and later agency organizer in the Pa- 
cific northwest territory. All of his life 
insurance experience has been with the 
New York Life, but formerly he did 
sales promotion work in other lines. 


New York Life’s Changes 
in Idaho and Montana 
BOISE, IDAHO—V. V. Van Leu- 


ven, who came from Portland a year 
ago to become agency director of the 
Boise branch of the New York Life, 
becomes agency director at Butte, 
Mont. The Butte office covers Mon- 
tana and northern Wyoming. Mr. Van 
Leuven succeeds W. E. North, who is 
being transferred to Chicago. 

Mr. Van Leuven will be succeeded 
in Boise by R. V. Laig, who has been 
an agency organizer at Seattle. 

The Boise branch has set several 
records in 1938. It led the United 
States for the company in excess busi- 
ness over allotment. Agents under the 
Boise office have exceeded the quota 
by 40 percent. Boise agents have also 
led the nation the last six months in 
the efficiency program. In addition, the 
Boise branch, for the first time in the 
history of the company, covering 90 
years, has set a record of every man 
producing business every month of the 
year. 


F. L. Ottenheimer Operates 
Old Firm Under His Name 


F. L. Ottenheimer now is operating 
as general agent of the Lincoln National 
Life in Chicago, in the old agency of 
L. Ottenheimer Sons, which title has 
been discontinued. This change is 
brought about by the fact that F. L. 
Ottenheimer is the only surviving mem- 
ber of the firm which was founded in 
1861 by his father. 

In 1895, M. L. Ottenheimer joined 
the firm and in 1900, F. L. Ottenheimer 
was admitted, when the office was titled 
L. Ottenheimer Sons. F. L. Ottenheim- 
er will add new departments to care 
for all branches of life insurance busi- 
ness and the brokerage department will 
be enlarged and strongly featured. 


Prudential Office in Phoenix 


The ordinary department of the Pru- 
dential is opening an office in Phoenix 
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Faries 


Model 2242 
Price $11.00 


NATURAL-LIGHT 


You are daily selling adequate pro- 
tection to others—but are you giv- 
ing your eyes adequate protection? 
Adequate light is essential to fast, 
accurate work. Faries Guardsman 
executive office lamps are designed 
to protect sight by avoiding di- 
rect and reflected glare . . . by 
reducing shadows to the minimum 
. . « by flooding the lighted area 
with an even, properly distributed 
and controlled illumination. There 
is a Guardsman model to meet any 
office need; if your dealer cannot 
supply it please write us. 


Faries Natural-Light is designed for 
general office use . . . it sheds a 
strong yet restful light without glare 
or deep shadow ... a light whose 
texture approximates daylight. Nat- 
ural-Light comes in a variety of de- 
signs, styled as portable desk; 
clamp-on desk; portable floor; and 
clamp-on machine mountings. Ac- 
tual tests by a disinterested labora- 
tory, show that these lamps reduce 
errors ... speed up operations ... 
and relieve eyestrain and fatigue. 
If your dealer cannot supply a 
genuine Faries model, write us. 


Model 1989 
Price $11.00 


FARIES MANUFACTURING CO. 
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ORCHIDS to these loyal veterans who have been 
associated with us for twenty years or more and who 
again in 1938 are members of our El] Capitan Leading 
Producers Club. 


GRANT TAGGART 
Montana Agency 


ERNESTO VEDOVI 


San Francisco Agency 


FRANK A. PEART 


Sacramento Agency 


JAMES ROBB 
Salt Lake Agency 


E. HOWARD BAIRD 
Oregon Agency 


JAMES A. HENRIE 
Salt Lake Agency 


JOSEPH A. BATEMAN 
Salt Lake Agency 


MIKE DRAGON 
Oakland Agency 
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McTaggert, which has jurisdiction over 
Colorado, Wyoming, New Mexico and 
Arizona. It is the largest agency of the 
Prudential in point of territory. 

The detached agency at Phoenix will 
be in charge of Assistant Manager Clark 
M. Comin, who started with the com- 
pany in Rock Springs, Wyo., 15 years 
ago and has been assistant manager in 
Wyoming and Denver for the past eight 
years. Mr. Comin is a C.L.U. and a 
director of the Denver Association of 
Life Underwriters. 


General American at Danville 


Carl W. Headley of Danville, Ill., be- 
comes general agent for the General 
American Life for five counties with 
headquarters at 502 the Temple. He 
is well known in central and southern 
Illinois and has been in insurance for 
the last seven years. 


Bilheimer Texas Assistant 


W. E. Bilheimer has been appointed 
assistant Texas state agency manager 
of the Equitable Society. 


Ohio National at New Ulm 


Edgar F. Scheibel is appointed gen- 
eral agent for the Ohio National at New 
Ulm, Minn. He entered life insurance 
five years ago with the Central Life of 
Iowa, which he has represented in that 
city since. Previous to that he was a 
farmer. 











Charles Cole has been appointed dis- 
trict agent at Jasper, Ala., of the Pro- 
tective Life. He has been with the com- 
pany at Tuscaloosa since 1935 and is a 
member of the production club. 


U. S. Chamber and Its 
Most Prominent Activities 


O. J. Arnold of Minneapolis, presi- 
dent Northwestern National Life, who 
is chairman of the insurance department 
committee of the U. S. Chamber of 
Commerce, has gotten out a booklet giv- 
ing in brief the insurance activities of 
the organization. He states that the de- 
partment serves a function of paramount 
importance as it is the only instrument 
of its kind in the country serving the 
institution of insurance in its entirety. 
The organization, he adds, is committed 
to insurance objectives which include 
protection of insurance against special 
and unfair taxes which are indirect but 
nevertheless definite tax on those who 
buy insurance; the protection of insur- 
ance against governmental encroach- 
ment and against governmental schemes 
for insurance, and next, the fostering of 
general public activities designed to re- 
duce losses and accidents. 








Provident Mutual's 
Kansas City Appointment 








SAMUEL P. QUARLES 


The Provident Mutual Life has ap- 
pointed S. P. Quarles general agent in 
Kansas City. He became a member of 
the Provident Mutual agency in Kansas 
City in 1930 and has served as super- 
visor in recent years. He has been one 
of the leaders in production in the state 
and has been markedly successful in re- 
cruiting and training work. He suc- 
ceeds Willard Ewing, who was recently 
transferred to Chicago as head of one 
of the agencies there. 


AS SEEN FROM CHICAGO 





REPORT BETTER CONDITIONS 


Chicago offices for the most part re- 
port an upturn in business this month. 
Some of it undoubtedly is due to 
changes being made at the end of the 
year as that gives the salesman a def- 
inite objective in going to a prospect. 
Then, too, there is a better feeling 
among business men largely due to the 
November election results. The pall that 
thas been over life insurance production 
for some months at least is partially 
lifted and some light is in evidence. 





DINNER WINDS UP CAMPAIGN 


A dinner will be held by the 32 unit 
managers of the Equitable Society in 
Chicago Dec. 8, winding up a campaign 
honoring V. S. Welch, second vice- 
president in charge of the western divi- 
sion. Mr. Welch will be guest of honor 
and W. J. Graham, executive vice-presi- 
dent at the head office, is expected to 
attend. W. V. Woody, Chicago agency 
manager, who is president of the Cen- 
tral Managers Association of the Equit- 
able, will preside. Agency managers and 
others will be guests. The 16 winning 
unit managers will dine at the expense 
of the 16 losers. Results of the cam- 
paign have not yet been tabulated, but 
a decided improvement in sales over the 
same period last year was reported. Dr. 
Verne Steward conducted a _ selection 
seminar for the Equitable’s Chicago 
force this week, all agency managers 
and unit managers attending. It was 
followed by a dinner at which Mr. 
Welch presided. 


HUGHES EXPANDS AGENCY 


E. W. Hughes, Chicago general 
agent for the Massachusetts Mutual 
Life with offices in the One North La 
Salle building, has leased 821 additional 
square feet of space, so that his suite 
now takes in the entire 16th floor with 
the exception of the offices along the 
north side of the building. 

The new space has been converted 
into three additional private offices 
which will be occupied by field associ- 
ates, a reception room and a storeroom. 

Since Mr. Hughes went to Chicago 
a year and a half ago after successful 








experiences as Massachusetts Mutual 
general agent in St. Louis and Poches- 
ter, the Chicago agency has made rapid 
strides. In October it was third among 
all the company’s agencies, topped only 
by New York and California agencies, 
the latter taking in the entire state. 





PLAN CONGRESS IN JANUARY 


The R. S. Edwards general agency 
of the Aetna Life in Chicago is laying 
plans for its annual one day sales con- 
gress and “Big 10” alumni banquet, 
which will be held in the Palmer House 
Jan. 19. A number of home office offi- 
cials from Hartford are expected to at- 
tend and contribute to the program, 
which will be educational and inspira- 
tional but with practical slants on how 
to sell on the present market. It is 
planned to have four group sessions, on 
life, accident and health, group and the 
Aetna’s estate control plan. The an- 
nual Christmas bazaar is to be held this 
month under auspices of the Big 10. 
The November Big 10 leaders, there 
being 12, four men having tied for 
honors, will be awarded $3 each by Mr. 
Edwards with which to buy presents. 
The agents will contest on a point basis, 
winners of the gifts to be those with 
the greatest number of points. 





COX NAMED CHICAGO SUPERVISOR 


David M. Cox, who has been a special 
agent with the La Salle ordinary agency 
of Prudential in Chicago for seven years, 
has joined the J. F. Ramsey agency 
Home Life, Chicago, as a supervisor. 
Prior to his connection with the Pru- 
dential, Mr. Cox was head security an- 
alyst for the Foreman-State Corpora- 
tion, Chicago, and had done accounting 
work. He is a graduate of the Univer- 
sity of Chicago and has a good record 
of personal production. 





DAVID SIMONS MOVES OFFICE 


David Simons, who was appointed a 
general agent at Chicago for Washing- 
ton National in October, has moved his 
offices to Evanston, Ill. Mr. Simons 
has been with the Washington National 
as a personal producer since starting in 
the business. 








AGENCY MANAGEMENT 





Bossert Analyzes 
Agency Profits 


PITTSBURGH—The two main func- 
tions of an agency are to put new busi- 
ness on the books and to maintain busi- 
ness already in force, Henry Bossert, 
Jr., manager agency research depart- 
ment Provident Mutual Life, told a 
meeting of the Agencies Committee of 
Pittsburgh. 

Mr. Bossert suggested three methods 
of increasing agency profits: (1) By in- 
creasing production; (2) by saving ex- 
penses, and (3) by improving the qual- 
ity of business without decreasing the 
volume. The first means is greatly over- 
rated, he asserted, the second and third 
methods presenting the greatest oppor- 
tunity for improved earnings. 


Shows Variations in Cost 


He presented charts showing an anal- 
ysis of the experience of 22 Provident 
Mutual agencies, taken over a period of 
12 years. He pointed out that variation 
in such factors as expense per $1,000 of 
production, acquisition costs, salaries, 
rent, efficient use of office space, cost 
of supervision and quality of business, 
might result in as much as a five-fold 
difference in the expense to the agency 
of one agent’s business over another’s. 
The intelligent application of these find- 





ings, he stated, might easily mean the 








difference between an agency which is 
making money and one which is headed 
toward financial difficulty. 

Steacy E. Webster, general agent, 
Provident Mutual, president of the 
Agencies Committee and the Pennsylva- 
nia State Association of Life Under- 
writers, outlined the aims and objectives 
of the state association. 





Organize at Grand Rapids 


The Life Managers Association of 
Grand Rapids, Mich., just organized, 
held its initial monthly meeting with Dr. 
Verne Steward as speaker. 

Officers are: President, H. O’F. Bar- 
rett, Metropolitan Life; secretary-treas- 
urer, K. W. Conrey, Penn Mutual 
Life; directors, J. L. Livingston, Frank- 
lin Life, and Bert Green, Lincoln Na- 
tional. There are about 30 members. 





Johnson in Cleveland 


Holgar J. Johnson, president National 
Association of Life Underwriters, will 
speak at a meeting of the General 
Agents & Managers Association of 
Cleveland Dec. 14 on “The Manager’s 
Responsibility in Bringing to the Agent 
His Rightful Prestige.” 


Thach Oklahoma City Speaker 


W. T. Thach, general agent of the 
Mutual Benefit in Oklahoma, addressed 
the General Agents & Managers Club 











Rounds Out 30 Years 
With Pacific Mutual 








MacEWEN 


D. C. 


D. C. MacEwen, vice-president Pacific 
Mutual Life and manager of its execu- 
tive agency department, is rounding out 
30 years with that organization. Long 
active in national affairs of life insur- 
ance, Mr. MacEwen has served as a di- 
rector of the Life Agency Officers 
Association and of the Life Insurance 
Sales Research Bureau. Celebration of 
the anniversary was marked within the 
company by a special meeting of the 
president’s council, at which Mr. Mac- 
Ewen was accorded testimonials by his 
associates. Members of the executive 
agency department also gave special 
notice to the occasion with an informal 
gathering. 








of Oklahoma City on “Training New 
Agents.” Special guests were B. H. 
Walker, president Life of Virginia, and 
Clifford Morse, agency superintendent 
Phoenix Mutual. 


Steward Speaks in Cleveland 


Dr. Verne Steward spoke before the 
general agents group of the Cleveland 
Life Underwriters Association on re- 
search work on the selection of per- 
sonnel. 


Won't Throw Out NAIA 
Suit Against CIO 


The C. I. O. and the United Office 
& Professional Workers of America are 
subject to suit in district court in the 
District of Columbia, according to an 
opinion handed down by Judge Bailey 
in Washington. These two _ orgamiza- 
tions sought to avoid service in the $1,- 
000,000 damage su’* brought by Na- 
tional Association of Industrial Insur- 
ance Agents of Washington against the 
Cc. I. O. and U. O. & P. W. A. They 
contended that being unincorporated 
they could not be sued in their own 
name. . 

National Association of Industrial In- 
surance Agents charges that its mem: 
bership efforts were blocked because : 
alleged derogatory remarks about the 0. 
A. I. I. A. by the C. I. O. and the U. 9. 
& P. W. A. One of the alleged derey 
atory remarks is that the N. A. t,o 
is a company union. 





The “Phoenix,” new light cruiser ot 
the U. S. fleet just launched, will carry 
a large size reproduction of the foe 7) 
Mutual Life’s emblem, the Phoenix Dirt. 
This was presented to Commander _J. . 
Boak of the vessel by a group of | bet 
nix Mutual officials, headed by — ie 
Partridge, Jr., agency secretary, W so 
a lieutenant-colonel. In the party Ps 
C. T. Steven, advertising manager; “ve 
Mechling, supervisor Philadelp ss 
agency, and J. R. Montgomery, ass 
ciate manager. The emblem w! ang 
in the ward room. It bears an engrave 
presentation record. 
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NEWS OF LIFE 


ASSOCIATIONS 





Los Angeles in Big 
Breakfast Meeting 


LOS ANGELES—At a_ breakfast 
meeting of the Life Underwriters Asso- 
ciation of Los Angeles, Commissioner 
Goodcell again voiced his opposition to 
the menace of the socialization of in- 
surance and paid tribute to what insur- 
ance has done to drive fear from the 
minds of men. 

More than 300 attended, some of them 
from Long Beach, Pasadena and Orange 
county. Avila Normandin, chairman 
California state bar committee appointed 
to cooperate with life insurance, and B. 
L. Smith, president of the Trust Officers 
Association, which likewise plans closer 
cooperation with the life men, were 
present. : 

It was announced that the associa- 
tion will give its dinner to the members 
of the new legislature Dec. 13. 

T. G. Murrell, Mutual Benefit Life, 
speaking on “Profitable Programming,” 
said the program is not the salesman, 
but only the track on which the sales- 
man runs; that eight out of 10 policies 
provide payment in cash and that if 
those policies were sold on a_pro- 
grammed basis there were a lot of 
“cleanup” policies among them; that 
the program should be definite, simple 
and to the point; that with the ex- 
perienced life underwriter it should take 
but an hour to prepare the program, 
and that the program should tell just 
what the policy or policies provide. 


Few Take Advantage of Options 


J. W. Yates, Massachusetts Mutual, 
who was chairman of the _ breakfast, 
brought out that of the $117,000,000,000 
of insurance in force but 21 percent 
took advantage of the options offered 
by the companies. 

McCord, speaking on “You 
Must Compete,” advised the life men 
to forget the glooms, disasters and 
heartaches on the front pages of the 
papers they read at their breakfast table 
and turn to the sports pages to get in- 
Spiration from the determination of the 
athletes to succeed. 

“Take competition out of business and 
you get regimentation,” he said. “The 
loss of a sale should be an incentive to 
the salesman, just as the loss of a game 
is an incentive for the football team to 
go out and gain more victories. Like 
the football player, keep your mind on 
the gains you are to make; warm up 
Just like the athlete and then you'll go 
out and get business.” 


Tickets Are Going Fast for 
Chicago Jubilee Party 


_A large number of life company of- 
ficials, general agents, managers and 
other visitors from outside Chicago are 
expected to attend the golden jubilee 
celebration of the Chicago Association 
of Life Underwriters Dec. 7 at the Sher- 
man Hotel. Acceptances have been re- 
celved from George H. Chace, vice-pres- 
ident Prudential; Chester O. Fischer, 
vice-president Massachusetts Mutual; 
Rhodes, vice-president Mutual 
en James A. McLain, vice-presi- 
pod Guardian Life; President Fred- 
Ale H. Rhodes of the Berkshire Life; 
‘“wexander E. Patterson, vice-president 
‘nn Mutual, former general agent at 
aa, and past president Chicago as- 
Ohi 1on; J. H. Evans, vice-president 
wer Benton W. A. Paxton, treas- 
pir erkshire Life; A. McKinzie, man- 
yd of agencies Manufacturers Life. 
“ > or B. Coffin, vice-president Con- 
ctcut Mutual, President James Lee 





— of the Connecticut Mutual and 
,,0omis; Karl B. Korrady, vice- 


President Tllinoi : 
ummings, indis Bankers; Harold J. 


Mutual; Fra 


vice - president Minnesota 
nk A. Sykes, vice-president 


Fidelity Mutual; W. W. Jaeger, vice- 
president Bankers Life of Iowa; W. F. 
Winterble, director of agencies of that 
company, and M. E. Lewis, superintend- 
ent of agencies; L. J. Dougherty, vice- 
president Occidental Life at Davenport, 
Ia.; George E. Woodford, medical di- 
rector Home Life; A. Kinch, agency 
superintendent Manufacturers Life, and 
J. H. Daggett. vice-president Old Line 
Life, also will attend. 

Advance ticket sale indicates the party 
will be a sell out before it starts. J. H. 
Brennan, general chairman, advises those 
who wish to attend to get their tickets 
early. There will be an elaborate en- 
tertainment program during the dinner, 
then a dance. 

Paul Speicher of the R. & R. Service 
will be the speaker at the luncheon Jan. 
20. 

Miss Kate Berkman, Equitable So- 
ciety, was awarded first prize by judges 
in the song writing contest in connec- 
tion with the golden jubilee. Her song, 
sung to the tune of “Smiles,” will be en- 
tered in the national contest. 


Smithson Arkansas President 


Stanley E. Smithson, Fort Smith, 
who has been vice-president, is the new 
president of the Arkansas Life Under- 
writers Association. He _ replaces 
George Vinsonhaler, Little Rock, who 
will join the agency department of the 
John Hancock Mutual Life at the home 
office. Mr. Smithson represents the 
Aetna Life at Fort Smith, under the 
Gordon H. Campbell agency of Little 
Rock. 


St. Louis—In discussing ‘Winning 
Public Friendship’ Gale F. Johnston, 
division group sales manager of the 
Metropolitan Life, said that life insur- 
ance as an institution has won public 
friendship in the finest possible way— 
through the service it had accorded to 
its policyholders. Since the depression 
started the life insurance companies 
have paid out $20,000,000,000 while all of 
the federal government’s relief spending 
has reached only $19,000,000,000. 


San Jose, Cal.—The second of the 
caravans from San Francisco association 
was staged. Nels J. Nelson, northern 
California manager of the Reliance Life, 
was in charge. 


San Francisco—Henry E. Belden, as- 
sociate Los Angeles general agent for 
the Union Central Life, spoke on “A 
Prestige Formula,” and Ralph N. Mc- 
Cord, Los Angeles general agent for the 
Columbian National Life, spoke on “You 
Must Compete.” 

President V. T. Motschenbacher ex- 
plained the recent proposed changes in 
the constitution revising the scale of 
dues for agents and general agents and 
managers. 





Iowa City, Ia.—M. N. Boyd, Davenport 
agency director of the New York Life, 
spoke. 


Northeastern Iowa—A burning ambi- 
tion to succeed is “the common denom- 
inator” for all successful underwriters, 
said Ralph M. Hamburger, Minneapolis 
general agent for the Northwestern 
Mutual Life, at a meeting in Waterloo. 
“The successful man must have burning 
ambition, self confidence, dogged deter- 
mination, and courage—all of which add 
up to that quality known in athletics as 
intestinal fortitude,” said Mr. Ham- 
burger. “This intestinal fortitude is not 
born with a man, but must be acquired 
and developed.” 





Savannah, Ga.—Rev. J. C. J. Taylor, 
pastor of Grace Methodist Church, spoke 
on “The Advantages of Life Insurance.” 
B. W. Walthour presided. 


Atlanta—R. A. Kline, president Davi- 
son-Paxon Company, spoke on “The 
Other Side of the Desk.” 


Pasadena, Cal.— The southern Cali- 
fornia caravan of the Los Angeles asso- 
ciation made its first trip here. T. G. 
Murrell, Mutual Benefit Life, Los An- 





geles, was program chairman. Speakers 


were Clark Bell, New York Life, vice- 
president of the state association; H. G. 
Mosler, Massachusetts Mutual, president 
Los Angeles association; M. I. Scott, 
“Profit and Pleasure from Business In- 
surance”; John Krehbiel, “My Own Pro- 
gram”; Pat Ryan, “Smooth Sailing Over 
Rough Spots”; Vincent Manchee, “Time 
and Money,” and J. W. Yates, “The Next 
Ten Days.” 

A. A. Drew, former Mutual Benefit 
general agent in Chicago, now retired, 
was a guest. 


Nashville, Tenn.—The life men and 
trust officers are working in harmony. 
The members of trust departments of all 
trust companies in Nashville have been 
invited to become associate members of 
the association. At the last meeting 
trust officers who were associate mem- 
bers had charge of the program. The 
speakers were J. Tidman, Commerce 
Union Bank, and F. S. Parker, Nashville 
Trust Company. They talked about the 
functions of trust companies. Mr. Tid- 
man dealt with duties of various trust- 
officers and mechanical operations of 
trust departments. Mr. Parker discussed 
the widespread civic, commercial and 
individual influence and connections of 
a trust company. He gave typical ex- 
amples of several of its less well known 
functions. He pointed out the inter- 
dependence and broad field of mutually 
advantageous cooperation between trust 
companies and life men. Mr. Tidman is 
president of the fiduciary section of the 
Tennessee Bankers Association. 


Boston—G. T. Finnegan, lawyer and 
certified public accountant, formerly 
with the estate tax division of the U. S. 
Treasury Department, spoke on “Factors 
to be considered in the valuation of 
business interests and good will for 
federal estate and inheritance tax pur- 
peses.” 


Pontiae, Mich.—‘Life Insurance in the 
Past, Present and Future” was discussed 
by Nathaniel Reese, general agent Provi- 
dent Mutual Life in Detroit. 


Fox River Walley (Wis.)—A dinner 
meeting will be held in Neenah Friday 
evening. The program will include an 
address by M. M. Bober, professor of 
economics at Lawrence College, Apple- 





ton, and a talking picture on salesman- 
ship. 


Marshalltown, Ia.—Leslie M. Shaw de- 
clared that “life insurance is an invest- 
men that neither diminishes nor remains 
dormant, but one that grows with the 
years.” He stressed the form of in- 
surance which enables parents, by lay- 
ing aside a small sum each week, to 
guarantee their children an education. 


Toronto—H. B. Berwick, supervisor of 
field service Manufacturers Life, spoke 
on “The Magic in Life Underwriting.” 
Seven points he stressed were: Seek new 
prospects constantly, approach men in- 
terested, converse convincingly, retain 
clients’ friendship, conduct your own af- 
fairs wisely, improve your knowledge of 
insurance services and convert it into 
action, work systematically. 





Cleveland—Holgar J. Johnson, presi- 
dent National association, will speak 
Dec. 14 on “Changing Trends.” 

Miss Helen B. Rockwell, National Life 
of Vermont, retiring chairman of the 
Quarter Million Dollar Round Table, will 
address the women’s group Dec. 2 on 
“Intimate Glimpses of the Methods of 
the Quarter Million Dollar Producers.” 

The supervisors’ group will hold its 
Christmas party Dec. 10. 


Dubuque, Ia.—Col. Earl R. Reynolds 
of the Bruce Parsons agency of Mutual 
Benefit Life, Chicago, spoke on “Settle- 
ment Options.” 





Orange County (Cal.)—Fred A. McMil- 
len, Los Angeles general agent Penn Mu- 
tual Life, was the principal speaker, 
with Don Flynn and George Decker of 
his office giving a sales demonstration. 
Mr. McMillen stressed that all the life 
agent has to sell is time and that the 
time thus sold is the time spent in talk- 
ing to the prospect. 


Hartford—Julian S. Myrick, manager 
Mutual Life of New York in New York 
City and a trustee of the National asso- 
ciation, will speak Dec. 13, probably on 
insurance legislation. 


Fresno, Cal.—Two of the principal 
speakers at the sales congress Dec. 10 
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will be V. T. Motschenbacher, president 
San Francisco association, on “Building 
Prestige,” and John V. Hines, Sacra- 
mento, president California association, 
who will discuss plans of the state or- 
ganization to advance public relations. 





Trenton, N. J.—Howard C. Lawrence, 
president New Jersey state association 
and formerly president of the Northern 
New Jersey association, will speak Dec. 8. 





Atlantic City, N. J—A Christmas party 
will be held Dec. 15. H. C. Lawrence, 
president New Jersey state association, 
and Mrs. Lawrence will be guests of 
honor. 





Oklahoma City—Hal Crouch, an attor- 
ney of Tulsa and honorary member of 
the Tulsa association, will speak Dec. 12. 





Portland, Ore.—A. N. Cannon, C. P. A, 
spoke on “Taxation as It Affects Life 
Insurance.” 


Wichita, Kan.—A skit depicting life 
sales methods was presented by uni- 
versity students. Dean Mathews of the 
Northwestern Mutual was in charge. 





Shreveport, La.—A meeting will be 
held to honor all agents who have been 
in the business 25 years or more. D. H 
Powell, Aetna Life, is in charge of ar- 
rangements. 





Topeka, Kan.—E. A. Hasek, Kansas 
City general agent National of Vermont, 
spoke on “Taxes and Life Insurance 
Sales.” Trust officers of all Topeka 
banks were guests of John W. Carroth- 
ers, Topeka district manager of the Na- 
tional. 





Hutchinson, Kan.—At a ladies’ night 
dinner meeting movie films in color 
taken by Past President J. E. Conklin, 
Equitable Society, of northern Africa 
and other Mediterranean and European 
points in his trip a year ago last sum- 
mer to Rotary International, were shown. 


Goodcell Moves to Effect 
Compromise of Claims 


LOS ANGELES — Permission to 
compromise various debts and claims 
against former officers, directors and 
employes of the old Pacific Mutual Life 
has been asked of Superior Judge Willis 
by Commissioner Goodcell. 

The petition says under a prelimi- 
nary agreement reached with many of 
the old directors payments will aggre- 
gate more than $150,000, of which $103,- 
500 is already in escrow. 

Judge Willis was asked to grant au- 
thority to release certain debts and 
claims, to make an order directing Mr. 
Goodcell to abandon certain suits and 
not to bring suits on other claims. 

Mr. Goodcell voiced the belief that 
the costs of the suits to enforce liability 
would be very large with the proba- 
bility that no recovery could be ob- 
tained. 


Old Suit Still Pending 


Concurrently with the filing of the 
petition for rehabilitation of the com- 
pany, S. L. Carpenter, Jr., then com- 
missioner, filed suits for recovery of 
$550,000 from the officers and directors 
of the old company on the allegations of 
having paid dividends out of capital in- 
stead of ‘from earnings. This suit has 
been called several times in superior 
court but never has been adjudicated, 
because of the different appeals and be- 
cause the decision of the U. S. Supreme 
Court still is awaited on the appeal from 
the ruling of the California supreme 
court upholding the rehabilitation de- 
cision of Judge Willis. 








Mississippi University Course 
JACKSON, MISS.—The fire and life 


insurance interests in Mississippi are co- 
operating with the school of commerce 
of the University of Mississippi by fur- 
nishing speakers to appear before the 
class. T. B. Harrison, agency superin- 
tendent for Standard Life of Jackson, 
will make one of the talks and he has ar- 
ranged for the following speakers: W. 
K. Fritz of Lamar Life and Dr. H. M. 
Faser_of Penn Mutual Life. 
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Provident Mutual 
Revises Dividends 


The new dividend schedule for the 
Provident Mutual shows an average re- 
duction of slightly more than 7 percent 
or about 44 cents per $1,000 of insur- 
ance. There is considerable variation 
based on the amount of reserves in- 
volved. There is an actual increase in 
dividends in certain instances where the 
reserve is extremely low such as the 
early years of ordinary life policies at 
young ages. This increase occurs in an 
even larger number of instances for 
term policies. Where the interest on re- 
serves is a big factor in the dividends 
there is a reduction. 

Interest on funds left with the com- 
pany will be continued at 3.5 percent on 
dividend accumulations and 3.8 percent 
on policy proceeds. 

The accompanying table shows a com- 
parison of net costs in terms of 10 and 
20 years averages produced by the 1938 
and 1939 schedules: 


Ordinary Life 
71939 Scale— -—-1938 Scale— 
0-Yr. 2 2 





10-Yr. 20-Yr. 10-Yr. 20-Yr. 
Age ve Aver. Aver. Aver. 
ee $13.03 $12.33 12.97 $12.22 
Senet ee 14.8 14.10 14.76 13.97 
Misi gie ates aipars 17.18 16.42 17.10 16.27 
See 20.30 19.43 20.24 19.27 
ee. 24.50 23.34 24.42 23.18 
SAAR rere: 30.01 28.50 29.92 28.35 
BIN sev ete cinvava's 37.29 35.47 37.25 35.38 
BD ao che-sevarsies 47.13 45.08 47.19 45.08 
20-Payment Life 
$22.23 $21.21 $22.00 $20.82 
24.21 23.15 23.96 22.73 
26.60 25.54 26.385 25.10 
29.59 28.44 29.35 27.98 
33.39 32.06 33.14 31.58 
38.17 36.62 37.92 36.15 
44.35 42.67 44.16 42.25 
52.66 50.95 52.59 50.65 
20-Year Endowment 
BD occ wim ain ewiets $40.83 $39.16 $40.26 $38.21 
Mee secnoy ecacorece 41.14 39.51 40.58 38.57 
USE 41.59 40.03 41.05 39.12 
Bee esses 42.42 40.91 41.94 40.03 
Bs 5 «sss islbteve 43.85 42.31 43.40 41.46 
Nic: ia erate orien 46.20 44.61 45.79 43.82 
ESP ee 50.00 48.41 49.69 47.75 
_ Aarne 56.19 54.64 56.05 54.19 
Providor at 60 (Male) 
DOOD s soe ncev areas $23.25 $22.19 pars ne 
BD ce aise oes 28.24 27.04 $27.91 $26.50 
, Sao 35.14 33.79 34.72 33.08 
RP eee 45.19 43.57 44.65 42.60 
MD ba cv cosarepeuwr ernie 60.68 58.24 bisyace eye 
ee 86.84 *84.97 85.62 ae 
SSS ee 38.94 puetecs mares 
*Average net cost for 15 years 
Providor at 65 (Male) 
SOE $18.48 $17.59 eesti ee 
er eee 21.93 20.94 $21.72 $20.60 
EES 26.56 25.49 26.30 25.05 
_ ee 33.05 31.81 32.75 31.24 
| eee 42.48 40.97 ae oes 
BD p67se cares 56.83 54.81 56.20 53.64 
Sete ora coeiale 80.88 *79.5 Sots eels 
iiss as sissies 128.68 126.90 


Ohio National Cuts Limits 
of Annuity Premium 


A new maximum limit for annual pre- 
mium retirement annuity of $2,500 of 
annual premium or $500 monthly life 
annuity at age 70, whichever is less, is 
announced by the Ohio National Life. 

This is a reduction in limit for ages 
of issue below approximately 35 and 
increase in limit above that age. 

Maximum amounts of annual pre- 
mium acceptable under the new rule are: 

Male lives—Age at issue 18, $437.94; 
25, $589.41; 35, $935.28; 45, $1,601.02; 50, 
$2,205.56; 51, $2,366.30; 52 and over, 
$2,500. Female lives—i8, $518.67; 25, 
$698.03; 35, $1,107.67; 45, $1,896.09; 49, 
$2,440.21; 50 and over, $2,500. 

The maximum amount of single pre- 
mium which will be accepted on one 





life will be $25,000 for insurance and 
annuities combined. 

Heretofore an annual discount of 3% 
percent on premiums paid in advance 
has been permitted but no discount on 
premiums paid more than 10 years in 
advance. A discount of 3 percent on 
premiums paid in advance now is al- 
lowed. No discount will be allowed on 
premiums paid more than five years in 
advance. 





National Life Gives 
Next Year's Changes 


The National Life of Vermont has 
announced its policy revisions and rate 
changes for next year. Among the 
policy changes, the new incontestable 
clause will include the exceptions as to 
benefits in event of total disability or 
accidental death. The rights, privileges, 
assignments and surrender clause has 
been designed to combine and clarify 
certain rights and privileges and to de- 
fine who has the right to exercise them. 
It includes the former assignment clause 
and the rights to release and surrender. 

The National Life is lowering the rate 
of interest on policy loans to 5 percent 
in compliance with the amended law of 
New York. It is reducing the guaran- 
teed rate of interest on settlement op- 
tions which are based solely on interest. 
The National Life regards this as a 
prudential measure made advisable by 
the increasing difficulty of forecasting 
interest trends over a long period. The 
rate of interest on policy loans payable 
at the end of the year as heretofore, 
reinstatements and term _ conversions 
will be changed from 6 percent to 5 
percent. Dividends accumulating at in- 
terest under the fourth dividend option 
will be increased annually by not less 
than 2% percent interest and the sur- 
plus interest apportioned by the direc- 
tors. 


Guaranteed Interest Rate 


Under settlement option No. 1 the 
guaranteed interest will be 2% percent 
with participation. Under settlement 
option No. 2, the guaranteed rate will 
also be 2% percent. The interest basis 
for instalments certain under option No. 
3 remains at 3 percent but the deferred 
annuity portion has been recalculated 
to bring the returns into line with the 
annuity action of last July except that 
as usual there is no loading for com- 
missions or expenses included in these 
options. The rates and maturity values 
will be increased for insurance and in- 
come contracts and retirement annuities 
to bring them in line with the annuity 
action of July. 

The term insurance portion of the 
family maintenance contract will be in- 
creased in amount to take care of the 
reduction in guaranteed interest under 
option 2 from 3 percent to 2% percent. 
No change is contemplated in the 
family income policy for the present. 


New Option Is Granted 


A new option is No. 5, and grants the 
right to convert the proceeds of the 
policy into a life annuity at attained age 
and then current rates less a discount 
of about 2% percent. The. dual —_ 
option, a special rider, being a ys 
ment option, 10 years certain, will e 
available under the provision Settle 
ments by Mutual Agreement” and “— 
be included in the policy on request. 
will be printed as a special rider = 
includes complete tables showing ti 
amount of income payable at all com 
nations of ages. 


After Jan. 1, all conversions of term 
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policies on the basis of attained age and 
current date will be to the new form of 
contract. Conversions as of original 
date and age will be to policy forms in 
yse at the original date of issue. Com- 
parative illustrations showing the dif- 
ference between the results of the 3 per- 
cent and 2% percent guaranteed inter- 
est and other comparisons are as fol- 
lows: 
Option 1 
Per $1,000 of Insurance Proceeds 
Annual Interest Monthly Interest 
3% % % 3% 2% % 
$30.00 $25.00 $2.43 $2.06 
Option 2 


Per $1,000 of Insurance Proceeds 
An. Instalments Mo. Instalments 


Years 3% 2% % 3% 2% % 
10 $113.82 $111.47 $9.61 $9.39 
Tice. eee 78.80 6.86 6.64 
20.... 65.26 62.58 5.51 5.27 


Monthly Income $1,000 Basis—Option 3 
MALE LIVES 


120 180 240 
Certain Certain Certain 
Age Old New Old New Old New 
i ee $5.87 $5.22 $5.46 $4.99 $4.99 $4.70 
[) ieee 6.49 5.80 5.85 5.41 5.20 4.97 
ee 7.18 6.47 6.23 5.85 5.36 5.20 
FEMALE LIVES 
120 180 240 
Certain Certain Certain 
Age Old New Old New Old New 
> eer $5.44 $4.73 $5.15 $4.60 $4.79 $4.41 
Ae dace 5.99 5.22 5.53 4.99 5.04 4.70 
| 6.62 5.80 5.93 5.41 5.24 4.97 


Insurance and Income Contracts 
$1,000 Face Amount 


MALE LIVES 
Maturity Values 
At 60 


Ola New Old New Old New 
$1,704 $1,916 $1,541 $1,725 $1,393 $1,546 
Insurance and Income Contracts 
$1,000 Face Amount 


MALE LIVES 
Annual Premiums 
At 60 


At 55 At 65 
Age Old New Old New Old New 
$ $ $ $ $ $ 
2 44.97 49.86 34.73 37.58 28.15 29.90 
30 56.81 62.62 42.36 46.06 33.40 35.63 
35 74.92 82.93 58.32 58.23 40.64 43.54 
40 105.49 117.22 70.03 76.82 50.99 54.87 
M5 oes =e ee «609.8. 208.15 66.77 72.14 
50 tea: ceetam.  epane. aeRO ROrgIRen 
FEMALE LIVES 
Maturity Values 
At5 At 60 At 65 
Old New Old New Old New 


$ 
1,889 2,115 1,670 1,916 1,511 1,725 
Annual Premiums 
At 60 


A At 65 
Age Old New Old New d New 
a $ $ $ $ 
2 47.75 53.53 36.72 40.60 29.49 32.02 
30 60.50 68.15 44.95 49.97 35.11 38.34 
85 80.02 90.51 56.75 63.42 42.86 47.04 
40 112.95 128.30 74.78 83.97 53.97 59.52 
Ln «eee 105.14 118.62 70.90 78.59 
59 vs eae ecee 99.27 110.60 


Monthly Income 


Annual Premiums 


MALE 
Maturing 
at 6 


Maturing 
5 0 
Old New 


at 55 
Age Old New 
Pe $ 
4 38.42 43.28 


Maturing 
at 65 


Maturing 


“yt ee 
a t 
Age Old "Rew i 


Old New Old 


e- $ 
2 41.49 : 
i 54.35 eses 
> 74,18 85.41 
e 108.34 124.65 4 
5 179.21 206.44 98.33 60.83 p 
ears - 162.87 88.81 101.52 
life of Virginia Increases 
Premiums About $1 Per $1,000 


we Life of Virginia has adopted a 
a schedule of premiums with an 
= a Increase of approximately $1 
i 1,000. There is little variation from 
Piss rl figure except retirement in- 
Pe where the maturity value has been 
the oo. The extra premium to create 
a at itonal maturity value plus the 
cost fi Premium increase increases the 
Tom $2 to $10 higher per $1,000. 
ome’ effects the entire ordinary 
policies ent, including the intermediate 
which” pcevt for the elective annuity 
i - erwent a change last January. 
Sle premium immediate annuities 








which were also changed in January are 
again revised, bringing them closer to 
the new standard tables recently adopted 
by many companies. Although a five- 
year age differential between men and 
women has been adopted the new pre- 
miums are still from $2 to $15 per $100 
annual income below the new standard 
table for a straight life annuity, with an 
even greater difference under the cash 
refund annuity. 

No settlement option changes are be- 
ing made at this time, a reduction from 
3% percent to 3 percent interest assump- 
tion or settlement options having been 
effected last January. There are certain 
changes in instructions to agents about 
settlement options. The application of 
settlement options to cash values is au- 
thorized for current surrenders only and 
the company will not now endorse a 
policy to pay the cash value at some 
future date under the settlement op- 
tions. This means that so long as pres- 
ent conditions exist the company is will- 
ing to allow the insured an income on 
the same basis per $1,000 of proceeds 
as the company guarantees to pay the 
beneficiary. However, should the in- 
terest earning situation grow increas- 
ingly unfavorable, the company does not 
wish to be bound to do something det- 
rimental to its safety when the original 
purpose of the policy was for some- 
thing entirely different. 

Samples of the new premium sched- 
ule are shown in the accompanying 
table. 

Premium Rates Per $1,000 


(Non-Participating) 

= ; 2 

FS 2 es 3 sO 

eid 7 ha iS = F 

ee Se ae a2 Ss 8 

as BS 85 8&6 S35 8 
Age 

$ $ $ $ $ $ 
| BR OM ssc. 53 a ean vaans 
7 ee SO oo co A wal. a 
re 15.21 13.63 22.20 42.89 8.19 11.49 
ae 17.06 15.51 24.35 43.07 8.68 12.60 
Sieewaes 19.43 17.93 26.95 43.41 10.10 14.23 
SG. aes 22:76 21.14 30.20 44.18 11.99 16.53 
7), eee 27.20 25.40 34.27 45.60 14.55 19.63 
Mac 32.86 31.02 39.35 48.01 17.99 23.77 
RO. y se: 40.63 38.47 45.80 51.87 22.67 29.34 
. 51.41 48.37 54.17 .... 29.12 37.02 
7 cr Riga 66.53 61.63 65.40 $815 .... 
(Ae eers 88.23 79.60 .... wee 





Manufacturers Life 
Announces Increase 


The Manufacturers Life announces 
that the annual dividends to be paid in 
1939 will be on a somewhat higher scale 
than was used in 1938. While the in- 
crease varies for the plan, age and dura- 
tion, the total payments in 1939 on an- 
nual dividend policies will be approxi- 
mately 814 percent greater than the 
amount which would have been paid if 
there were no increase in the scale. The 
interest allowed on funds on deposit 
will be at the rate of 3% percent. 

The dividend increases on three popu- 
lar plans are illustrated by the following 
comparisons of the 1938 and 1939 scales: 


Whole Life 
Ageat istA.D. 38rd A.D. 5thA.D. 7th A.D. 
Issue 19381939 19381939 19381939 1938 1939 
$ 6 6$ $ $ $ $ 6 6 
20 ea -88 .88 1.00 1.10 1.12 1.22 
25 .-1.04 1.10 1.17 1.31 1.88 1.47 1.47 1.61 
30 ..1.29 1.46 1.46 1.63 1.64 1.81 1.83 2.00 
35 ...1.52 1.72 1.783 1.93 1.95 2.16 2,19 2.39 
40 ...1.76 1.99 2.01 2.24 2.28 2.51 2.56 2.79 
45 ...2.01 2.30 2.32 2.61 2.63 2.92 2.96 3.25 
50 ..2.31 2.68 2.67 3.04 3.04 3.41 3.41 3.78 
55 ..2.62 3.08 3.48 4.06 3.95 4.53 4.41 4.99 
20 Payment Life 
20 ... .82 .92 1.08 1.13 1.26 1.36 1.50 1.60 
25 «...1.09 1.23 1.83 1.48 1.59 1.73 1,86 2.00 
30 .-1.34 1.51 1.62 1.79 1.92 2.09 2.24 2.41 
35 .1.57 1.77 1.90 2.10 2.24 2.44 2.61 2.81 
40 ..1.81 2.04 2.18 2.41 2.57 2.80 2.98 3.21 
45 2.06 2.85 2.48 2.77 2.91 3.20 3.36 3.65 
50 ..2.86 2.73 2.82 8.10 3.29 3.66 3.78 4.15 
55 2.65 3.11 3.15 3.61 3.67 4.13 4.19 4.65 
60 ..3.02 3.60 3.56 4.14 4.10 4.68 4.64 5.22 
20 Year Endowment 
20 ..1.11 1.23 1.64 1.76 2.21 2.33 2.82 2.94 
25 ..1.25 1.89 1.78 1.92 2.85 2.49 2.96 3.10 
30 ..1.46 1.63 1.99 2.16 2.57 2.74 3.18 3.35 
35 ..1.67 1.87 2.21 2.41 2.79 2.99 3.41 3.61 
40 ..1.89 2.12 2.44 2.67 3.01 3.24 3.63 3.86 
45 2.12 2.41 2.67 2.96 3.25 3.54 3.87 4.16 
50 2.40 2.77 2.96 3.33 3.54 3.91 4.14 4.51 
55 ..2.69 3.15 3.24 3.70 3.83 4.29 4.43 4.89 
60 ..3.04 3.62 3.61 4.19 4.19 4.77 4.78 5.36 





Rates for Prudential’s 
Modified Term Are Given 


Rates at quinquennial ages for the 
new Prudential 20-year term policy, 
which utilizes the modified three prin- 
ciple, are as follows on a per $1,000 basis: 


First Next First Next 

3 17 3 17 

ge Yrs Yrs. = Se 
20....$ 8.45 9.94 35 $12.52 $14.73 
25.... 9.07 10,67 40 16.44 19.34 
30.... 10.25 12.06 45 22.29 26.22 


The policy calls for an increase in 
premium after the first three years, as 
in the case of the modified 3 policy, 
dividends available at such time may be 
applied to offset or minimize the in- 
crease. This modified 20-year term pol- 
icy will be issued at ages 17 to 45 in- 
clusive, with a minimum amount of 
$5,000. The maximum will be the same 
as for the 10 and 15-year term policies. 
Waiver of premium is included and the 
accidental death benefit may be added up 
to a $25,000 limit. The policy is con- 
vertible to modified 3 or endowment at 
85 any time during the 20-year period 
without medical examination. 


New England Mutual Makes 
Policy Changes Jan. 1 


BOSTON—The New England Mutual 
Life announced a new edition of policy 
forms effective Jan. 1. The style is the 
so-called legal form and the contracts 
have been completely rewritten to in- 
crease clarity. Practices in regard to 
surrender values are continued without 
change. 

All new policies issued will have a 
loan interest rate of 5 per cent. 

A new option which provides a joint- 
life income to insured and a beneficiary, 
with two-thirds of income to the sur- 
vivor, is included. This annuity may be 
purchased by the surrender value when 
insured attains age 55, 60 or 65. 


Standard Annuity Table Adopted 


As a basis for the settlement options 
in the new policies the standard annuity 
table has been adopted. A new life an- 
nuity, without refund, is included in the 
options, in addition to the life annuity 
with payments guaranteed for 10 or 20 
years. 

Guaranteed rate of interest under the 
first, fourth and fifth options is 2% per- 
cent, with participation in excess inter- 
est earnings. Interest basis for the sec- 
ond, third and sixth options, which always 
involve a life contingency, remains at 3 
percent. Guaranteed rate of interest for 
dividends on deposit will be 2%4 percent 
with participation in excess interest. 

Adoption of the new standard annuity 





- 











table for life income settlements results 
in increase in rates for retirement in- 
come and multiple income policies. Face 
amount of insurance per unit of monthly 
income remains $1,000, but cash, paid- 
up and extended insurance values will be 
correspondingly increased. There are no 
changes of premium rates in other pol- 
icies. 

The retirement annuity contract re- 
mains unchanged except for an endorse- 
ment which reduces rate of interest on 
loans to 5 percent. Income per $100 an- 
nual premium will be adjusted to conform 
with the standard annuity table. Sin- 
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ASST. SUPERINTENDENT OF 
AGENTS 


Prominent middle western life insurance company has 
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gle premium life annuities remain un- 
changed both as to contract and rates. 





Atlantic Life Option Changes 


Atlantic Life announces that the op- 
tional methods of settlement clause in- 
cluded in policies issued after Jan. 1 
will provide for the payment of interest 
at the rate of 3 percent on proceeds of 
policies left under plan A unless such 
proceeds are withdrawable in which 
case the rate of interest allowed shall 
be 2% percent, and that the instalments 
payable under plan B and plan C will 
be calculated on the basis of 3 percent. 


Based on Month-End Payments 


The table showing the amount of 
proceeds required to provide $100 month- 
ly income from principal and interest, 
which was published in last week’s issue, 
was based on the payments being made 
at the end of each month. Many of the 
companies start their payments on the 
first of the month, which would require 
a slightly larger amount. For example, 
on the 3 percent basis, $1,184 would be 
required for one year, $5,584 for five 
years and $10,396 for 10 years. 





Western & Southern Changes 


Western & Southern Life policies will 
contain new settlement options after Jan. 


My Family 
will get 
100 


a month 



















@ “Yes, my income—or at 
least part of it—will continue 
month after month for five full 
years beyond my lifetimel In 
addition, my family will receive 
a substantial sum in cash—to 
cover emergency expenses and 
urgent debts.” 


@ WELL PLANNED AP- 
PROACHES, SALES TALKS, 
CLOSES ... AND A MODERN 
LINE OF POLICIES TO FIT 
TODAY'S NEEDS . .. ASSIST 
OLD LINE LIFE AGENTS IN 
PROFITABLE SELLING. 


@ ACTIVE AND FRIENDLY 
COOPERATION. 


@ Inquire Now About Agency 
Openings Available in: Illinois, 
Iowa, Michigan, Minnesota, 
Wisconsin. 


MILWAUKEE, WISCONSIN 
Life—Accident—Health 





1. Options Nos. 1 and 3, providing for 
payment of proceeds in installments for 
a certain period, will be calculated upon 
a basis of 3 percent interest. Option No. 
2, providing for a life income for 5, 10 
and 20-year certain periods, will differ- 
entiate between male and female payees, 
the latter being rated four years younger 
than the former and the incomes per 
$1,000 of policy proceeds will be sub- 
stantially reduced to conform to modern 
annuity mortality. 


Opens New Boston Group Office 


BOSTON—The John Hancock Mu- 
tual Life has opened a new office in the 
downtown Boston insurance district to 
give assistance to insurance agents and 
brokers in the promotion of all forms 
of group insurance. Charles J. Fay, 
home office group representative, will be 
in charge, the offices being at 40 Broad 
street in the Insurance Exchange build- 
ing. This will not conflict with the 
group department of the Bobst, John- 
son & Wyatt agency at 1 Federal street, 
formerly under the management of Mr. 
Fay, which will be continued under the 
direction of C. E. Thayer and P. W. 
Danforth. 


To Be Hosts to Managers 


The New York City Life Supervisors 
Association will, in accordance with its 
custom, be host to its managers and 
general agents at dinner Dec. 14 at 
the Yale club. This year the affair will 
be preceded by a panel discussion from 
3 to 6 p.m. on recruiting in its various 
phases. One panel will be selected from 
supervisors in large agencies where there 
is more than one supervisor. Another 
panel will consist of men employed by 
small agencies who have but one super- 
visor and a full-time department. 


To Talk on Annuities 


S. J. Foosaner, Newark attorney, will 
speak on “The Protection of Annuities 
Afforded Insured and _ Beneficiaries 
Against Creditors” before the Newark 
agency of the Northwestern Mutual 
Life Dec. 7. 


G. F. Olmsted, chief life underwriter of 
the Travelers, last week completed 40 
years with that company. He received 
numerous congratulatory messages from 
his associates and from the field . 





Presides 








WESLEY E. MONK 


Wesley E. Monk, general counsel 
Massachusetts Mutual Life, who is vice- 
president of the Association of Life In- 
surance Counsel, presided over its an- 
nual meeting in New York City this 
week owing to the fact that Clyde P. 
Johnson, vice-president Western & 
Southern Life, its president, is ill and 
was not able to be present... Mr. Monk 
was formerly insurance commissioner of 
Massachusetts. 








Millionaires Hold Eastern 
Round Table Session 


NEW YORK—Members of the Mil- 
lion Dollar Round Table met here for 
their eastern round table session, with 
Paul C. Sanborn, general agent Con- 
necticut Mutual Life, Boston, chairman 
of the organization, presiding. Trus- 
tees of the National Association of Life 
Underwriters were guests at the lunch- 
eon meeting, at which the speaker was 
D. B. Maduro, New York City, life in- 
surance attorney and expert on tax and 
pension trust angles. 

Mr. Maduro aroused much interest 
with his suggestion for a modification 
of the pension trust plan for use where 
the regular type cannot be sold. This 
would involve purchase of a plan under 
which employes would be paid a pen- 
sion which would supplement their reg- 
ular income and would not be contin- 
gent on their stopping work. This sup- 
plementary income would begin at age 
50 or 55 and could be effective even if 
for as little as $20 a month. 

Mr. Maduro feels this plan would ap- 
peal because of its promise of added in- 
come at an early enough age so it would 
mean something to the employe around 
age 40. To a man of that age, he 
pointed out, the usual retirement age of 
65 still seems as remote as if it were 
age 75. 


—_—_—_———— 


Shanghai Firm Underwrites 
U. S. Life’s Stock Issue 


NEW YORK—A Shanghai corpora- 
tion, L. E. Levy & Co., is underwriting 
the issue of 70,000 shares of $5 par value 
stock which the United ‘States Life is 
offering to its stockholders at the rate 
of seven new sharés for each three 
shares now held. The purpose of the 
new issue is to increase the capital by 
$200,000 and the surplus by $150,000. 

Observing that in spite of severe eco- 
nomic conditions the United States Life 
has written an increasingly large volume 
of new business each year from 1934, 
G. M. Selser, executive vice-president, 
pointed out that large writings of new 
insurance result in a temporary but im- 
mediate drain on surplus, while the long 
continued economic depression has also 
affected the admitted asset values of 
some of the United States Life’s invest- 
ments, as has been the case with life 
companies generally. 





Siegel Brings Libel Suit 
Against the Metropolitan 


NEW YORK—Morris Siegel’s Pol- 
icyholders Advisory Council has 
brought a libel action against Metropol- 
itan Life and Second Vice-president C. 
G. Taylor, Sr., asking $250,000 damages. 
The complaint charges the defendants 
with having “wilfully and maliciously” 
issued an eight-page booklet which “ma- 
liciously and wantonly” attacked the 
council with a view to discrediting it 
and taking away its clients. 

The booklet on Mr. Siegel was pre- 
pared to give Metropolitan agents a line 
on the type of individual who has been 
attempting to undermine their business 
by reflecting on the competence and sin- 
cerity of the agents and their companies. 
It gives the circumstances of Mr. Sie- 
gel’s being “fired,’ rehired and _ finally 
“fired” for good by the Metropolitan 
several years ago. Also photostats of 
hard-boiled form letters used by the 
council in getting dilatory “clients” to 
come through with the fees they have 
let themselves in for. 





Northwestern Mutual Rally 


The meeting of the northwest Iowa 
agency of the Northwestern Mutual Life 
was held at Sioux City. The northwest- 
ern Mutual State Association of Agents 
will meet late in January at the same 
place, it being its 50th anniversary. Gen- 
eral Agent S. M. Burpee of Sioux City 
arranged the program. Frank McTigue 
served as chairman at the morning ses- 


RECORDS 








Columbian National—The Thayer 
Quinby agency of Boston led all other 
agencies during the celebration of presi- 
dent’s month in October, and was the 
winner of the trophy. This is the second 
successive time that the agency has won 
the trophy. Last year it also led all 
other agencies in that month’s produc- 
tion. This year the competition was es- 
pecially stiff. Business as a whole was 
up 8 percent over October, 1937, and 
several agencies forced Mr. Quinby’s 
organization to the limit in the race for 
first position. The Quinby agency is 
only a little over four years old. Until 
the summer of 1934, Mr. Quinby had 
been Columbian National general agent 
in Springfield, Mass. 

State Mutual Life—Announces 25 per- 
cent gain in paid business in November 
compared with November, 1937. Gain 
in new issued business is 45 percent 
compared with the same month last 
year. The issued business is the largest 
recorded in any month since March, 
1932, with a single exception. Gain both 
in paid and issued was steady all month, 
with a marked acceleration during the 
last several days. 








sion and A. O. Sundquist in the after- 
non. There were practical talks made. 
N. D. Phelps, assistant director of agen- 
cies at the head office, was on the pro- 
gram in the morning and Dr. Gamber 
Tegtmeyer, assistant medical director, 
gave an address in the afternoon. D. E. 
McTigue was toastmaster at the ban- 
quet, the leading speaker being Dr. C. H. 
Bliss. 


Matthews with Atlas Life 


Arthur N. Matthews has been ap- 
pointed vice-president and actuary of the 
Atlas Life. He formerly since 1922 has 
been connected with the Conservative 
Life of South Bend, Ind. 
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LEGAL RESERVE FRATERNALS 


at Woodmen, Col., had been placed on 
the approved list by the American Col- 
lege of Surgeons in its 1938 survey. 





Fraternal Field Managers 
to Meet Feb. 20 


The Fraternal Field Managers’ Asso- 
ciation will hold its annual meeting in 
Chicago, Feb. 20, the day prior to the 
meeting of the National Fraternal Con- 
gress sections in the Morrison Hotel, 
Chicago. Registration will be from 9 
to 10 a. m., when the meeting will open. 

Discussions will be held on important 
subjects in the morning and afternoon 
sessions. There will be an evening 
meeting devoted to business and elec- 
tion of officers. A. R. Colvin, field 
director Fidelity Life, Fulton, Ill, is 
president, and will preside. Other off- 
cers who will attend are: F. B. Mallett, 
Protected Home Circle, Sharon, Pa., 
vice-president, and Fred A. Johnson, 
Royal League, Chicago, secretary-treas- 
urer. 


Meet in Room Where First 
Society Was Founded 


S. H. Hadley, head of the Protected 
Home Circle, Sharon, Pa. spoke on 
“Growth and Future of the Fraternal 
Benefit System” at a meeting of Mc- 
Dowell circle 44 of the society held at 
Meadville, Pa., commemorating found- 
ing of the first fraternal benefit society 
in the United States. It was held in 
the same room where the first meeting 
of the Ancient Order of United Work- 
men was held Oct. 27, 1868. Frank B. 
Mallett, field manager Protected Home 
Circle, was chairman and read minutes 
of the first meeting which were taken 
from the original in possession of the 
A. O. U. W. of North Dakota. 

Mr. Mallett introduced Mayor F. F. 
Whipple of Meadville, who extended 
welcome, and Mr. Hadley, who is past 
president National Fraternal Congress. 


Modern Woodmen Names 
Gadient Resident Actuary 


Frank J. Gadient has been appointed 
resident actuary for Modern Woodmen 
at the head office. For the past three 











A Winning Team! 
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Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance in 
this Society. 


You are the Agent! 


Lutheran Brotherhood is the So- 
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in a work that assures you a se- 
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years he has served as chief of the actu- 
arial department of Modern Woodmen 
and assistant to the consulting actuary, 
H. R. Taylor of Cedar Rapids, Ia. He 
has been connected with the society 
since 1929, becoming assistant head of 
the actuarial department in 1934 and 
chief of the department a year later. 
Previously Mr. Gadient had been con- 
nected with the old Guaranty Life of 
Davenport, Ia., as assistant to the actu- 
ary and in charge of advertising and 
publicity. He graduated from the Uni- 
versity of Illinois in 1927. Mr. Taylor 
continues as consulting actuary. 





North Dakota Congress Has 
Its Annual Convention 


The North Dakota Fraternal Congress 
held its annual convention at James- 
town N. D., with Laura Butterwick of 
the Degree of Honor, Grand Forks, 
president, in the chair. Mrs. Frances 
Buell Olson, head of the Degree of 
Honor, was unable to attend and give 
her scheduled address, which instead 
was delivered by Dr. Richard Beck. 

Bradley C. Marks, head of the 
A.O.U.W. of North Dakota, spoke on 
“Investments of Fraternal Societies.” A 
banquet was held and an evening session 
with a drill demonstration. 

M. D. Anderson, A.O.U.W., first vice- 
president, was elected president; the 
other new officers being: First vice-pres- 
ident, E. H. Neumann, Aid Association 
for Lutherans; second vice-president, 
Mrs. Margaret Hall, Women’s Benefit 
Association, and _ secretary - treasurer, 
Cora Newman, Fargo, A.O.U.W., re- 
elected. The executive committee in- 
cludes the officers and Mrs. Mabel Lind- 
gren, chairman legislative committee; 
Dr. Beck, chairman educational commit: 
tee, and Mrs. Butterwick, chairman pub- 
licity committee. 





Lutheran Brotherhood in 
Excellent Showing 


At the quarterly meeting of the board 
of the Lutheran Brotherhood of Min- 
neapolis at Racine, Wis., in connection 
with a meeting of the American Luther- 
ans Conference, the company’s nine 
months’ statement showed an upturn in 
interest earnings. Interest collected on 
invested assets was $270,554 against 
$236,296 in the same period last year. 
Total income for the first nine months 
gained $172,916. Premium income in- 
creased from $1,171,633 to $1,293,218. 
Net gain in force to Oct. 1 over the 
like period of last year was $3,257,709. 
This is a larger gain than the first nine 
months of 1937 over 1936. 

Total insurance in force is $64,345,793. 
Thus new business paid for increased 
6.13 over the same period of 1937. Total 
assets increased $876,498 for the first 
nine months and $1,132,000 for the 12 
months ended Sept. 30, 1938. Real es- 
tate owned is now only 1.44 percent of 
all assets. H. L. Ekern is president. 





Society Head on Tour 


OMAHA—Mrs. Dora Alexander Tal- 
ley, president Woodmen Circle and past 
president National Fraternal Congress, 
left Omaha for St. Louis to attend a 
homecoming meeting of her society. 
From there she went to Indianapolis 
for a field workers meeting and then to 
Chicago for a district convention Dec. 
2. After attending the meeting of the 
National Association of Insurance Com- 
missioners at Des Moines, she will re- 
turn to Omaha about Dec. 8. Mrs Mamie 
E. Long, secretary, also plans to attend 
the Des Moines meeting. 





Sanatorium on Approved List 


Announcement was made recently 
that the Modern Woodmen sanatorium 
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Stafford Commends Plan 
of Agency Training School 


In the bulletin of the Industrial In- 
surers Conference, a service just inau- 
gurated by Executive Secretary Ray- 
mund Daniel, it is stated by President 
O. F. Stafford of the Gate City Life of 
Greensboro, N. C., that the agency 
training school which his company in- 
augurated two years ago offers many 
advantages in building a proper field 
force. It is conducted in Greensboro 
and is in charge of a director, thorough- 
ly experienced, he having formerly 
been a manager. Prospective agents 
are trained in the fundamental principles 
of the business and given field experi- 
ence in canvassing in the Greensboro 
cistrict. 

It is stated in the bulletin that opin- 
ions from legal departments of confer- 
ence companies indicate that the new 
federal wage hour law will not be ap- 
plicable to industrial companies. This 
view is based on the decision of the 
United States Supreme Court in Paul 
vs. Virginia in which it held that insur- 
ance is not commerce. Secretary W. H. 
Bennett of the National Association of 
Insurance Agents states there is no in- 
dication that governmental authorities 
have considered applying the law to 
other than interstate commerce con- 
cerns, 





Milwaukee Veteran Dies 


Nikolaus Hargarten, 70, in life insur- 
ance work in Milwaukee for 30 years 
prior to his retirement in 1933 as 
assistant superintendent of the Pruden- 
tial, died there following a brief illness. 
A son, Nikolaus, Jr., is now with the 
Prudential, and another son, William, 
is head of the William Hargarten 
Agency. 





Honor Tausche in Milwaukee 


E. R. .Tausche, Milwaukee manager 
of the Metropolitan Life, was honored 
on his 40th anniversary with the com- 
pany at a dinner arranged by his staff. 
Edwin Lehman, manager Sherman Park 
district, presented Mr. Tausche his vet- 
eran’s medal. Leonard Mack, Mr. 
Tausche’s assistant, was master of cere- 
monies. 


Minnesota Insurance Men 
in Important State Posts 


ST. PAUL—Insurance men will fig- 
ure importantly in state affairs after 
Jan. 1. At least 25 members of the 
legislature are identified in some way 
with the insurance business and several 








of the incoming state officials are also 
insurance people. 

Senator W. B. Anderson, chairman of 
the senate insurance committee the past 
few sessions, was reelected and is slated 
to head that committee again. Five of 
the 13 members of this committee in the 
last session either did not run for re- 
election or were defeated. 

Representative Terwilliger, Red 
Wing, chairman of the house insurance 
committee in the last session, was re- 
elected Nov. 8 and probably will again 
head the committee. Of the 19 mem- 
bers of his committee 13 did not run or 
were defeated. 

Julius Schmahl, newly-elected state 
treasurer, is an official of the Modern 
Life and J. A. A. Burnquist, elected at- 
torney general, is president of the Pal- 
ladium Life of Minneapolis. Grace 
Kaercher Davis, who becomes clerk of 
the state supreme court, has long been 
identified with the insurance business in 
Minnesota. 


WOODMEN oF THE WORLD 
UFE INSURANCE SODEY 


Founded 1890, its assets have 
mounted to over $126,000,000 
and insurance current to $420,- 
000,000. 





Its investments are largely in 
Government, State and Mu- 
nicipal Bonds. 


It has paid to Beneficiaries 
over $253,000,000; and to liv- 
ing members $43,000,000. 


For each $100 of reserve and 
current liability it has assets 
on hand of the value of 
$123.14. 
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alelled its record of service. 


& 
De E. Bradshaw, Pres. 














Omaha, Nebr. 





1902 


Atex. O. Benz, President 





Orro C. Rentner, Vice-President 





Our Own Home Office Building 
All plans of legal reserve fraternal life insurance for men, women and children. 


Assets, October 1, 1938......$ 27,832,253.70 
Insurance in Force......... 187,282,180.00 


Thirty-six Years of Fraternal Service and Achievement. 


1938 


for LUTHERANS 


WISCONSIN 


Apert Vorcks, Seeretary 
Wm. H. Zuguixe, Treasurer 








22 





HeNATIONAL UNDERWRITER 





December 2, 1938 








Life Counsel Hold 
Annual Meeting 





(CONTINUED FROM PAGE 1) 


almost disappeared and insurance cvcom- 
panies in accordance with specific ex- 
emption in the act resorted to the pur- 
chase of securities direct from issuers. 
It is worthy of note that there have 
been substantially no sales by the com- 
panies of securities ‘privately purchased. 
Some of the advantages of private 
financing are less cost in placing issues, 
the practical elimination of cost of 
registration and commissions and the 
saving of many administration expenses. 
The speaker concluded that while pri- 
vate financing has been subject to some 
unjust criticism, it is, unless further re- 
strictions are imposed, here to stay. 


Attorney Bullitt’s Address 


William Marshall Bullitt, Louisville, 
gave an interesting talk on “Principles 
of Dividend Distribution Under Modern 
Economic Conditions.” The speaker 
stated that there are five sources of sur- 
plus, mortality, interest, expense, dis- 
ability and accidental death. Of these 
the last two may also be a cause of loss. 
Prior to 1910 mortality, interest and ex- 
pense were the only factors used in de- 
termining dividends. The companies 
began about 25 years ago to write dis- 
ability and double indemnity provisions. 
These factors were at first not consid- 
ered: in calculating dividends. However 
between 1925 and 1930 it appeared that 
the premiums charged for these features 
were hopelessly inadequate. 

A negative disability factor was first 
used in 1931 and this has since been 
adopted by all companies. Some com- 
panies have found that they have a 
small profit and others a small loss from 
accidental death but the disability ex- 
perience has been uniformally unfavor- 
able. A further factor indicating the 
necessity of reduction of dividends is 
found in the reduction of interest earn- 
ings which amounted to 5 percent be- 
tween 1901 and 1930 to the present earn- 
ings of 3.67 percent. He concluded that 
while the interest factor was still mod- 
erately positive it could not be counted 
upon to remain so. 

Wednesday’s_ session opened with 
adoption of memorial resolutions, pre- 
sented by J. V. Oxtaby, B. K. Elliott, 
vice-president and general counsel John 
Hancock Mutual Life; J. C. Jones, Sr., 
St. Louis, and F. G. Dunham, general 
counsel Metropolitan Life. 


Uniform Assignment Form 


D. P. Cavanaugh, associate counsel 
Aetna Life, reported for the committee 
appointed to cooperate with the banks in 
consideration of a uniform form of col- 
lateral assignment of policies for use by 
the banks. He stated that the commit- 
tee had had the opportunity of working 
with legal representatives of the banks 
and that it has been advised that the 
form proposed will be recommended by 
such representatives for use by the 
banks. 

The association voted that the pro- 
posed form be referred to the insurance 
companies with the information that the 
committee recommends its adoption and 
that the committee be continued to 
study and prepare a form for the use of 
the companies themselves and report at 
the spring meeting. 

This being the 25th annual meeting of 
the association, a short history of its 
organization and development was read 
by Secretary Harry Cole Bates. 


Greetings from Other Groups 


Greetings were extended from other 
associations as follows: American Bar 
Association, T. B. Gay, chairman house 
of delegates; insurance section Ameri- 
can Bar Association, L. P. Kristeller, 
chairman; Canadian Life Insurance Of- 
ficers Association, R. Leighton Foster, 
general counsel; Association of Life 
Presidents, R. L. Hogg, assistant gen- 





eral counsel; American Life (Convention, 
Ralph H. Kastner, associate counsel; 
Legal Section American Life Conven- 
tion, J. H. Cabaniss, secretary. 

Individual greetings were extended by 
Fred A. Howland, chairman of the 
board National Life of Vermont, who 
was the first vice-president of the associ- 
ation; James C. Jones, Sr., Francis V. 
Keesling, president West Coast Life; 
Albert H. Yost and George B. Young. 

At the final session Wednesday after- 
noon, Robert Dechert, counsel Penn Mu- 
tual Life, spoke on “A Look to the Fu- 
ture of the Association” and Prof. E. R. 
Sunderland, University of Michigan law 
school, on “New Federal Rules of Civil 
Practice.” 


Robert Dechert’s Address 


The home office lawyer, Mr. Dechert 
declared, to fulfill the job which is 
his, must combine in himself three ma- 
jor considerations,—the profession of the 
law, the business of insuring lives and 
the responsibilities of citizenship. He 
said that the Association of Life In- 
surance Counsel is cooperating with the 
American Bar association. The or- 
ganization he stated must do more to 
integrate itself with the profession of 
law as a whole. Another field with 
which the association should develop a 
closer relationship, he added, is that oc- 
cupied by the law school. Mr. Dechert 
said it seemed to him that the home 
office lawyers have not solved yet the 
problem of how best to develop their 
own successors among the ranks of the 
young attorneys who enter the legal de- 
partments of the life companies. He ad- 
vised the enlargement of the scope of 
the association into a more active year- 
round functioning organization. 


Should Prevent Litigation 


Mr. Dechert said the home office 
counsel is an agent for prevention of 
litigation even more than he is a de- 
fender of litigation already commenced. 
He gave some statistics to show that 
prevention has played a very large part 
in the field of home office counsel. He 
thinks that a great gain to all would be 
if the contact between the home office 
and the lawyer in the field could be 
made closer. The understanding and 
cooperation between the state insurance 
departments and legal divisions of com- 
panies, he said, have been of material 
help in producing results of the last 25 
years. Perhaps on some occasions, he 
added, the Association of Life Insurance 
Counsel might be host at one of the 
periodic meetings of the commissioners 
at a luncheon. Each member of the as- 
sociation, he said, is a public relations 
representative of his own company and 
of the business of life insurance as a 
whole. He hopes that the association 
may be the means of creating better 
understanding on part of the public of 
the meaning and usefulness of life in- 
surance. 


Life Presidents 
in Annual Meeting 





(CONTINUED FROM PAGE 1) 


man, President Julian Price of the Jef- 
ferson Standard Life, by the Life Presi- 
dents Association’s manager and gen- 
eral counsel, V. P’ Whitsitt. 


Address of Julian Price 


Mr. Price, in his address as chair- 
man of the convention, reported that the 
estimate has been made that new life 
insurance acquired by United States 
legal reserve companies during 1938 will 
amount to $11,800,000,000, which is $2,- 
996,000,000 less than in 1937. The total 
amount of life insurance in force on 
Dec. 31 will approximate $110,300,000,- 
000, representing an average coverage of 
$1,725 on about 64,000,000 lives. The 


outstanding total is the largest on rec- 
ord but Mr. Price said it is the spread 
of the protection rather than its dollar 
value that indicates its importance in 





the underwriting of human values. When 
the beneficiaries and policyholders are 
counted together it is indicated that the 
current life insurance coverage extends 
to 100,000,000 persons. 

It is estimated that amounts paid or 
credited by life companies to policyhold- 
ers and beneficiaries during 1938 will 
total $2,600,000,000. Of this amount 37.5 
percent will have been paid in death 
claims to beneficiaries. The remainder 
will have gone to living policyholders 
as matured endowments, annuities, sur- 
render values, policyholder dividends 
and disability payments. 

“The present volume of life insurance 
in force guarantees the continuous flow 
of such funds into the homes of the 
nation for many years to come,” Mr. 
Price said. “Thus American policyhold- 
ers, faithfully served by life insurance 
companies, are contributing in a very 
practical way toward the underwriting 
of America’s human values.” 


Interest Drop Affects Many 


W. T. Grant, in his message, observed 
that the net interest rate has shrunk 
nearly 1 percent in the past 10 years. 
That means that in 1937 the yield on in- 
vested policy reserves was about $250,- 
000,000 less than it would have been at 
the 1927 rate. The cost of insurance 
was increased by that amount. Includ- 
ing mutual savings banks and savings 
and loan associations owners of some 
$50,000,000,000 of savings are being 
penalized by a decrease in interest re- 
turns. Mr. Grant said there are five 
times as many savers as_ borrowers. 
When the interest yield is depressed five 
persons are injured for the benefit of 
one. That fact, he said, should be im- 
pressed upon policyholders. 

Mr. Grant commented upon the com- 
petition of government through the so- 
cial security act and other insurance 
features. He referred to the fact that 
the National Health Conference last 
July recommended a _ program that 
would include $850,000,000 in health in- 
surance costs. This despite the fact that 
disability coverage is generally available 
in private companies. 


Address of Julian 


Commissioner Julian, in his address, 
suggested some “opportunities which we 
‘outsiders’ would like you to consider.” 

He suggested that the companies put 
a “definite premium on sustained em- 
ployment and avoid as far as possible 
the high average of agency turnover.” 
He suggested that special attention be 
given to improving the insurance op- 
portunities of the low income group. 

In this connection he praised the re- 
cent report made to the New York 
legislative committee on industrial in- 
surance by Superintendent Pink. He 
commended the stand taken by Insur- 
ance Director Palmer of Illinois for 
liberalizing provisions for premium 
loans and extended and paid up insur- 
ance and for penalizing “almost to ex- 
tinction” the provision for surrender for 
cash. 

Mr. Julian commended the policy of 
the companies in making investments 
with an eye toward aiding the home 
owner, farmer, utilities and govern- 
mental functions as well as to sound- 
ness. Under such a policy proper pro- 
portions of the “take” are plowed back 
into the communities where the policy- 
holders reside. 


Favors Advertising Campaign 


Mr. Julian advocated a program of 
public education “with an advertising 
campaign that would reach not only the 
holders of your policies but the readers 
of the county weekly.” He said the 
name of the agent should be printed in 
each advertisement. 

In closing, Mr. Julian pleaded for 
continuance of the present system of 
insurance supervision. 

“Shall the sound decisions of our 
highest courts be set aside, that new 
powers may be taken over and lodged 
in centralized federal bureaus? Shall 
the rights of the state be ruthlessly cast 











aside? Shall the supervision through 
state departments—a plan that for 70 
years has proven its worth and aided in 
building the greatest insurance in the 
world—be relegated to the long list of 
powers usurped by federal agencies? 

“Shall the great institution of insur- 
ance be placed beside those business en- 
terprises that cannot develop because 
of red tape; do you think that a setup 
for insurance similar to the ICC would 
benefit the business and protect the 
policyholders?” 


Low Discusses Stewardship 


E. I. Low, board chairman Home 
Life, N. Y., talked on stewardship of 
life insurance, pointing out the institu- 
tion has taken the place of the indi- 
vidual and collective provisions for se- 
curity that were possible in pioneer 
days. Of particular interest in view of 
the monopoly investigation which began 
its hearings this week, and also the 
pending New York insurance law re- 
vision, was the following section of Mr. 
Low’s address: 

“The weight of the proper investment 
and preservation of these 27 billion dol- 
lars of assets rests on the shoulders of 
the directors and executives of the life 
insurance companies. It is their duty 
and responsibility to see that these 
funds are properly and wisely admin- 
istered. The responsibility is theirs and 
cannot and should not be shifted to the 
legislatures of the various states by too 
hampering restrictions. 


Sees No Industry Dominance 


“That there should be a broad law 
governing these investments is neces- 
sary and proper. It should not be pos- 
sible, and is not under the New York 
law or under the laws of any state with 
which I am familiar, for the board of 
directors or for any director, to use 
the funds under their control to control 
any other corporation or business. Their 
discretion is wisely confined to under- 
lying securities which have no voting 
power, or to such a small proportion 
of securities carrying voting power that 
no dominance of industry is possible. 

“Minute legislative directions and 
limitations as to how these funds must 
ibe ‘invested cannot but work harm. 
Legislative enactments are fixed and not 
flexible. They cannot be made to fit 
the changing investment situation as it 
shifts from year to year. One year it 
may be to the advantage of the com- 
panies to invest their ever-increasing 
funds largely in mortgages; in another 
year it may be in a certain type of cor- 
porate bond or in government secufl 
ties. 

Points Out Responsibility 7 

“As I have said, this responsibility 
rests on the trustees and directors of 
the companies, and they cannot and 
should not be able to shift it. 

“The assets of the life insurance com- 
panies are bound to increase. This is 
inevitable under the system of level 
premium’ insurance, which requires an 
annual addition to the reserve on each 
policy. ; : Fi 

“The problem, then, is the wise an 
safe investment of these ever-increasing 
funds.” 


Canada Brings Greetings 


A. N. Mitchell of Toronto, president 
Canada Life, spoke on behalf of the 
Canadian Life Insurance Officers Asso- 
ciation of which he is the head. : 
called attention to the fact that Canada 
and the United States over a long pert 
have established something absolutly 
unique in international relationships. : 
said, “We live as good neighbors. 
live and let live.” . 

Mr. Mitchell said that the recent = 
party trade agreements are an <— 
sion of the growing desire to “7 of 
by cooperation. The governments OF 
democracies, he continued, are — 
faced with definite attempts from “ 
opposed directions to wipe out the “4 
ciples they stand for. They realize = 
necessity of safeguarding their intere 
by cooperative effort. 





a a a a a a 


—" Yas is oM- + is «tice: iia 1. - ie. 7- ae ae oe ee ee a 


kat 2 ee 











naa m8 


—_— oD 


of bee ee we VS tt 


or 


i wee Oe ee ee ed 





December 2, 1938 


LIFE INSURANCE EDITION 











Sales Ideas and Suggestions 





Initial Call---90 


Percent 


of Two-Interview System 





NEW YORK-—In the simplified, two 
interview programming sale it is best to 
put the emphasis on the approach and 
the obtaining of information because re- 
sults prove that if these are sound the 
greater part of the work is done and lit- 
tle pressure is needed in the close, R. B. 
Proctor said in his introduction to the 
sales demonstration which he and Oren 
Howell staged for the New York City 
Life Underwriters Association’s educa- 
tional course. Mr. Proctor is assistant 
to the general agent, Bethea agency, 
Penn Mutual Life, New York City, and 
Mr. Oren is an agent in the same 
agency. 

Saying that the demonstration would 
include the approach, obtaining informa- 
tion to qualify the prospect, and the 
close, Mr. Proctor pointed out that suc- 
cessful program selling consists of more 
than that, being an organized procedure 
composed of definite steps, which, when 
synchronized function as smoothly as 
the assembly line in a Ford plant. There 
are, he said, eight steps: The approach, 
obtaining information to qualify the 
prospect, mechanics, reviewing the pro- 
gram and signing the sale, second call 
and closing interview, putting the pro- 
gram into effect, delivery of the com- 
pleted job, and radiation by getting let- 
ters of introduction or reference. 


Eight Steps Bring Success 


“We know that when these eight steps 
are thoroughly organized and when they 
dovetail one with the other, this proce- 
dure will work successfully as a full- 
time activity,” he said. “We put the 
emphasis on the approach and obtair- 
ing information because results prove 
that if the approach and the information 
are sound the greater part of the work 
is done and little pressure is needed in 
the close.” 

Mr. Proctor estimated that 90 percent 
of the work should be done in the first 
interview. A surprisingly large amount 
of information can be obtained on this 
first interview, he said, the prospect 
being willing to divulge even such confi- 
dential information as his exact income 
in about 50 percent of the interviews. 

‘The information obtained is confined 





to basic needs and important facts,” Mr. 
Proctor said. “If the procedure is to be 
kept simple throughout, the things we 
leave unsaid are just as important as 
the things we say. In other words, don’t 
talk too much. 

“We go on the assumption that some 
information is needed even for a pack- 
age sale, consequently- this information 
approach is the best method we know 
of to qualify a prospect. It will do one 
of three things: (1) Qualify him as a 
prospect for a package sale. If we see 
that a package sale is in order we make 
the transition and go to work on that 
basis. The package sale is the by-prod- 
uct that makes the program method of 
selling profitable; or (2) it will defin- 
itely establish him as a prospect for pro- 
gramming; or (3) eliminate him en- 
tirely, something we should do more 
often.” 


Diagram Is Used 
Mr. Proctor and Mr. Howell used the 
following diagram, which is drawn in its 


entirety by the agent in the prospect’s 
presence: 



































You 
Cash . 65 
Education 
$2,500 $125 to 
Yes $150 
$125 a month 
Income during “acute| | Emergencies 
dependency” Yes 
$75 a month 
Life income 








The reason for the word “yes” in the 
“education” and “emergencies” boxes 
rather than definite amounts is that it 
is better not to be too definite about 
these amounts until the rest of the pro- 
gram is shaped up. The actual amounts 
for “cash” and income are of course var- 
ied according to the prospects’ situation. 





Stronger Closes, Overcoming 
Resistance Stressed 





NEWARK—Inspirational and edu- 
cational talks were heard at the annual 
sales congress here of the Life Under- 
writers Association of Northern New 
Jersey. 

Following a welcome by Oliver Thur- 
man, vice-president of the Mutual Ben- 
efit Life, Charles J. Zimmerman, Chi- 
Mee general agent for the Connecticut 
rhea Life and vice-president of the 
“National Association of Life Under- 
Writers, opened the congress with a talk 
en “Action.” Mr. Zimmerman outlined 
National association objectives, driving 

Ome the plan to bring to the agent the 
Prestige to which he is justly entitled 
oo of the part he plays in the so- 

“qn economic life of his community. 

i. hecking. the records of a great num- 

tg) men,” Mr. Zimmerman said, “_ 
denies “0 a very definite weakness in 
other e ‘see me later’ prospects. In 
Nadas the second and third closing 
ean ~~ are much less effective in the 

of our men than was the first. The 





percentage of closes on second and third 
closing interviews is less than half that 
on the first.” Proper motivation is the 
answer to those who are having a hard 
time making an early close. This is not 
high pressure selling in the least, but 
rather purposeful and forceful selling 
with a definite end in view. A clear 
picture of what life insurance will do is 
the straightest road to the sale. 


Current Sales Resistance 


Harry T. Wright, associate agency 
manager Equitable Society in Chicago 
and secretary of the National associa- 
tion, spoke on “Counteracting Current 
Sales Resistance,” emphasizing the im- 
portance of getting information quickly 
and unobtrusively. “Do not have call 
backs, he said. “See a man. get the in- 
formation you want and deal with it the 
way you want to. If he will not give 
me. the information, check him off the 
ist.” . 
The key to success in selling life in- 





surance is the writing of a great num- 
ber of applications each year, said Grant 
Taggart, Cowley, Wyo., million-dollar 
producer for the California - Western 
States Life, in his talk on “A Price To 
Pay.” The tremendous volume of in- 
surance in force today is due largely to 
those men who wrote the many ap- 
plications. Unless he has enough cash to 
meet all his daily requirements, a man 
cannot keep faith, hold up his courage 
and stay in the business if he does not 
write frequent applications. It’s your 
job and mine to direct thinking people 
to such an extent that obstacles in the 
way of perfecting a life insurance pro- 
gram will fade away like a mirage.” 
In his discussion on “Motivation” 
John A. Witherspoon, general agent 
John Hancock Mutual Life in Nashville, 








said that too many salesmen conduct 
lectures instead of using motivation. 

At the luncheon Grant L. Hill, direc- 
tor of agencies Northwestern Mutual 
Life, was the guest speaker. 

A framed testimonial was presented to 
each of the active past presidents of the 
association in recognition of their co- 
operation. Among the past presidents 
are: T. F. Keer, L. D. Day, W. 
Baker, Fred Lieberich, Jr, C. J. 
Schmitz, E. D. Finch, C. E. Hooper, 
H. C. Lawrence, Charles J. Zimmerman, 
J. E. Clayton, John Binns, and L. D. 
Harrison. 

President J. Bruce MacWhinney pre- 
sided at the morning session and at the 
luncheon. William H. Masterson, Equit- 
able Society, was chairman of the sales 
congress committee. 





Harry Wright Tells How to 
Overcome Sales Resistance 





Harry T. Wright of the Equitable 
Society at Chicago, secretary National 
Association of Life Underwriters, in his 
talk before the New Jersey sales con- 
gress at Newark, spoke about “Coun- 
teracting Current Sales Resistance.’ He 
said in substance: 

“First of all, there is the importance 
of no callbacks. In other words, see a 
man on a definite appointment, make 
your suggestions, or at least get suffi- 
cient information in order that a definite 
proposal may be submitted. Then see 
him on a definite interview where the 
matter will be disposed of in either one 
or two interviews. That means not see 
the same man again in six months or a 
year unless the case was closed. You 
will find that the man who is doing a 
good job in our business today and who 
is counteracting current sales resistance 
is refusing to listen, and is paying no 
attention to the other insurance man in 
his own or some other company who is 
a chronic ‘sobber.’ If you will stay 
away from the insurance man who is 
continually telling you how bad condi- 
tions are, I think you will be rather 
surprised how much easier it will be to 
counteract sales resistance. 


Believes in His Business 


“T have found the larger producer, 
generally speaking, is very much more 
sold on our business than the so-called 
mediocre producer. He thoroughly be- 
lieves in what he is selling. He owns a 
very substantial amount of life insurance 
himself so that he is able to sincerely 
recommend a substantial amount to the 
other fellow. 

“I was very much interested in a 
story that a successful manager told me. 
He said in checking up one of his men 
he found that in a year hé had sold 71 
cases for a total of $80,000; an average 
of slightly over $1,000 per case. He 
wondered why his average was so low 
and further wondered if he couldn’t help 
bring up his average. In checking up 
the matter with the agent, he found that 
he only personally owned $1,000 of in- 
surance. Therefore, it was hard for him 
to talk about more than $1,000 to any- 
one else. A real test, I believe, of your 
own appreciation of the business that 
you are in, is the amount of insurance 
you personally own. In my own case, 
between 20 percent and 25 percent of 
my income goes into life insurance and 
annuities. 


Mental Attitude Important 


“T find that your mental attitude is all 
important. Very often the difference 
between a large producer and a medi- 
ocre producer is simply a difference in 





mental attitude. I believe very much 





in keeping an accurate record of your 
daily interviews. The only way you will 
ever know how few people you really 
see is to keep a record of your daily 
interviews. Ever since I started out in 
the life insurance business I have kept 
an actual record of the daily interviews 
I have had together with a record of 
business that I delivered. I have a lot 
of fun out of it. I am in competition 
with no one but myself but it enables 
me to know just exactly where I am 
going. The business I do is pretty defi- 
nitely reflected in the number of inter- 
views that I have. If you have never 
kept a record you will be surprised how 
helpful it will be if you do. 

“I believe, in a large number of cases, 
I have many clients who started out in 
a comparatively small way who now 
own very substantial amounts of insur- 
ance and if you do business with a large 
number of people, some of them are 
bound to become big buyers of insur- 
ance. I believe the man who writes a 
substantial number of cases is not only 
rendering more service but personally 
is much better off than the man who 
specializes in $50,000 policies.” 


Witherspoon Argues That 
Motivation Is the Thing 


With syllogistic clarity, John A. With- 
erspoon of Nashville set about convinc- 
ing those attending the sales congress in 
Newark that motivation is the thing. 
“Prestige Building Through Motiva- 
tion,” was his topic. Mr. Witherspoon 
is : naa agent for John Hancock Mu- 
tual. 

“There is probably no selling man- 
euver as well known and as little used 
as motivation,” he said. “What motiva- 
tion means is to ‘move to action’ and the 
dictionary tells us that prestige is ‘a 
moral influence, due to past reputation 
and achievement.’ So, if we move men 
to action, we are building a reputation 
for our achievements of tomorrow, which 
is prestige in selling life insurance. 

“Too many of us conduct lectures on 
life insurance. With the use of motiva- 
tion, lectures are turned into sales when 
men are moved to action. Men will not 
allow you to talk with them about their 
intimate, personal lives unless you have 
their respect. This can be gained only 
when you have conducted yourself as a 
successful underwriter and this respect 
can be gained through the use of moti- 
vation.” 

Mr. Witherspoon recommended that 
the agent tell the prospect “stories that 
jerk his heart strings.” The agent 
should keep in mind the reason why 
men buy life insurance and dramatize 
that reason. 
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Leaders Pushing 
Bank Insurance 





(CONTINUED FROM PAGE 3) 


name of the nearest savings bank that 
is.” 

Not only did Judge Poletti endeavor 
to stir up the savings bank depositors 
but also social workers, employers, wel- 
fare officials, officers of labor unions and 
personnel officers of factories, suggest- 
ing that all of them should learn of the 





benefits of savings bank life insurance. 
He said that some of the leading ad- 
vocates of savings bank life insurance 
in New York state have been social 
workers and the system’s safety and 
low-cost are attested by 30 years of 
operation in Massachusetts. 

Despite the small number of banks 
which will issue insurance to start with, 
Paul Taylor, insurance department dep- 
uty in charge of savings bank life in- 
surance, said that “15 or 20 banks will 
act as agencies.” 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 





Atlantic’s 


Income—only one of 








Unit Plan for Personal Security 


A modern method of merchandising Retirement 


which Atlantic Life representatives are equipped. 


If you are interested, write to 
Robert V. Hatcher, Secretary and 
Superintendent of Agencies 


ATLANTIC LIFE 


INSURANCE COMPANY 


Richmond, Virginia 


the many sales helps with 








BARROW, WADE, GUTHRIE & Co. 
(Established 1883) 
CERTIFIED PUBLIC ACCOUNTANTS 
Members of The American Institute of Accountants 
120 Broadway, New York City 
Offices in the principal cities of the United States and Canada 











Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE Lire INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM” 





























VIEWED FROM NEW YORK 





By R. B. MITCHELL 


INSURANCE ANGLE IN MYSTERY 


A life insurance angle has been 
brought out in connection with the sui- 
cide or murder of Eugene Y. Burck- 
halter, president of the Southern Chem- 
ical Corporation. The fact that Mr. 
Burckhalter had made an appointment 
to consult an agent to add double in- 
demnity to his life insurance and in the 
meantime died in his garage by carbon 
monoxide poisoning when the agent ar- 
rived is being carefully scrutinized as in- 
dicating whether the death was homicide 
or suicide. 

Edward Peters, who handled Mr. 
Burckhalter’s insurance, told Assistant 
District Attorney E. T. Gallagher that 
Mr. Burckhalter had telephoned him 
from his home in Hastings-on-the-Hud- 
son, N. Y., about adding double indem- 
nity to his insurance and that Saturday 
morning it was arranged that they 
should meet Sunday and fill out the nec- 
essary papers. Saturday afternoon Mr. 
Burckhalter was killed by carbon mon- 
oxide in the garage behind his home. 
Evidence eliminated the possibility of 
its being accidental. His wife, benefi- 
ciary of the life insurance, was held on a 
charge of first degree manslaughter. She 
was accused of helping him to commit 
suicide. 

The assistant district attorney refused 
to draw any conclusions from the insur- 
ance angle, either that it might have in- 
dicated Mr. Burckhalter’s intention of 
living, or, on the other hand, that he 
was planning to commit suicide and 
make the death appear accidental. 





M. O. LOYSEN APPOINTED 


Though rumored some weeks ago, 
formal announcement of the appoint- 
ment of M. O. Loysen, connected with 
the New York insurance department 
since 1931, as executive director of the 
division of placement and unemploy- 
ment insurance in the state depart- 
ment of labor, was not made until 
Nov. 27. In his new post, which 
pays a salary of $10,000, he will direct 
the work of some 5,000 employes and 
evolve a plan for prompt consideration 
of all benefit claims filed with the office, 
the previous unsatisfactory operation of 
which came in for sharp condemnation 
during the recent political campaign. 





TRAVELERS MAKES N. Y. SHIFTS 


William Carlson and N. K. Williams 
have been appointed field assistants in 
the life department at the 55 John street 
office of Travelers in New York. Mr. 
Carlson was formerly field assistant in 
the Columbus Circle branch. J. A. Cald- 
well, formerly field assistant at 55 John 


Circle. 


EDGAR KOBAK TO SPEAK 


Edgar Kobak, vice-president of Lord 
& Thomas, advertising agency, will be 
the speaker at the next luncheon meet- 
ing of the New York City Life Under- 
writers Association Dec. 15 at the Hotel 
Pennsylvania. Mr. Kobak is widely rec- 
ognized as an authority on sales and 
public relations problems. An article 
warning against the use of advertising 
for defensive purposes, based on an in- 
terview with Mr. Kobak, appeared in 
Tue NATIONAL UNDERWRITER for Oct. 21. 
Mr. Kobak began his career as an en- 
gineer. After graduation from Georgia 
Tech he was for five years an electrical 
engineer with the Georgia Power Com- 
pany. From there he went to the Mc- 
Graw-Hill Publishing Company, attain- 
ing the position of vice-president and 
general sales manager before he left to 
become vice-president in charge of sales 
for the National Broadcasting Company. 
For two years he was president of the 
Advertising Federation of America and 
also served as chairman of its board. 





His talk. before the New York associa- 


street, has been transferred to Columbus 





tion will be on “Selling Qualifications 
for Salesmanship.” 


SILVER JUBILEE CELEBRATION 


Clarence Axman, president and editor 
“Eastern Underwriter”; L. A. Mack, 
president “Weekly Underwriter”; E. W. 
Roberts, president and editor “Insurance 
Advocate” and T. J. V. Cullen, editor 
“Spectator,” each of whom completed 25 
years continuous service in their respec- 
tive connections, were luncheon guests 
of other insurance journal staff mem- 
bers, at Block Hall in New York City 
Monday, the affair having been arranged 
by E. M. Ackerman, associate editor at 
New York of the “Insurance Feld.” It 
was noted that Nora Vincent Pauf, vice- 
president THe NationaL UNpERwatter, 
too had rounded out a quarter-century 
with that publication. In her absence a 
congratulatory resolution prepared by 
Mr. Ackerman was adopted, each of the 
attendants attaching his signature 
thereto. 


Favorable Investment and 
Mortality Signs Noted 


(CONTINUED FROM PAGE 2) 
They are under business pressure with 
long hours of work and undue mental 
strain. They eat irregularly and hastily, 
consuming too much food and food that 
is too rich. For recreation they rely 
upon the excitement of night life with 
its late hours, convivial habits and en- 
croachment upon healthful sleep. The au- 
tomobile fs a curse for because of it they 
have forgotten how to use their legs.” 







































Announcement 


a The National Underwriter Company has purchased the handbook or state 
ity insurance directory business of the “Underwriters Report” of San Fran- 
d e e e e e 

“ cisco covering California, Oregon, Washington, Montana, Idaho, Utah and 
ce- Nevada. 

‘ER, 

Iry 

hd The “Underwriters Report” was the original publisher of handbooks in 


these states, having issued its first books 28 years ago. In making 
the purchase, The National Underwriter Company is acquiring all rights, 
title, interest and good will in the handbooks for these states. The “Under- 


" writers Report” is disposing of this branch of its business so that its staff may 
y, concentrate on the publication of the paper itself, and the insurance tele- 
Hl phone directories for San Francisco, Los Angeles and other Pacific Coast 
" cities, which it originated. 


The acquisition of these Pacific Coast and mountain states handbooks will 
considerably broaden the handbook publishing scope of The National Un- 
derwriter Company, which will, in the future, be publishing handbooks for 
31 states, and the province of Ontario. The National Underwriter’s hand- 
book department is located in Cincinnati in charge of Vice-president C. C. 
Crocker. Mrs. Nell Boner is chief compiler. This is one of the most im- 
portant publishing activities of The National Underwriter. Its handbooks, 
published for most of the important states, are the standard works of their 
kind. The books to be published for the states just acquired will be uniform 
with those now being issued, and will contain the same complete 
information. 
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o BUYERS OF 


ADVERTISING SPACE 


F you buy advertising space today, you have one tremen- 
dous advantage over advertisers of twenty-five years ago. 


Before 1914, men would have given an eye-tooth for the 
vital information on circulation which you can have for the 
asking —in A.B.C. reports. These reports give complete, 
authoritative facts to guide your buying and to make your 
advertising more effective. 

A.B.C. reports reveal and analyze NET PAID CIRCULATION—the 
true measure of advertising value. A.B.C. reports answer these three 
vital questions about circulation: how much is there? where is it? how 


was it obtained? The answers give verified information on quantity, 
and an important index on quality of circulation. 


Don’t fail to make use of this great advantage. Before you buy space 
in this or any other publication, get the A.B.C. report. Study it. Deter- 
mine how the circulation meets your requirements. Then buy with 
the knowledge that you are buying wisely and effectively. 


' Our circulation is fully audited in our latest A.B.C. report. We are 
proud of this report and will be glad to give you a copy 


Jhe NATIONAL ila 
UN DERWRITER Publication 


A.B.C.=Audit Bureau of Circulations=FACTS as a yardstick of advertising value 











